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this issue of The 
Feed Bag carefully. 


Every article has a message 
of interest and value to pro- 
gressive feed dealers. Many 
of the ideas which are ex- 
plained this month will 
prove to be real profit makers 
for dealers who use them. 
The East will especially be 
interested in an announce- 
ment of plans for the 
Eestern Federation of Feed 
Merchants convention to be 
held at Binghamton, New 
York, February 21 and 22. 
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Another Forward Step 


HE recent installation of a modern molasses mixing system in our 
feed plant marks another epoch in our growth and service to the trade. 


This means improved palatability and feeding results for all our stock and dairy 
feeds. There are no other changes in formulas—the same old reliable rations with 
added flavor, and at no addition in cost. Two new rations, WISCONSIN 
HORSE FEED and WISCONSIN 32% DAIRY RATION have been added to 
the line. 


Dairymen and stockmen are most enthusiastic about these sweetened feeds. ‘‘My 
stock won’t touch the plain feeds after getting a taste of the sweetened” is what 
they all say. 


Fully Equipped for Service 


The NORTHERN MILLING COMPANY now operates the most completely 
equipped plant in the Northwest for feed manufacture and mixed car service,—a 
plant prepared to meet all the requirements of up-to-date feeders. 


Here are concentrated in one group of buildings adequate facilities and equipment 
for: 
( ) MILLING and processing of the raw materials 
for the specific purpose needed. 


( ) MIXING together of separate ingredients by ex- 
act proportions into perfectly balanced rations. 


( ) LOADING of a great number of different com- 
modities into one mixed car—for your convenience. 


NORTHERN SERVICE is a COMPLETE SERVICE. 
It will pay you to take advantage of it. 


Mixed cars loaded out in 24 hours—Try us. 


NorTHERN MILLING CoMPANY 


WAUSAU, WISCONSIN 
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Use This Vast Source of Elevator . 
and Mill Supplies 


Everything used in a mill or elevator, everything you need to 
operate your plant, you can get quickly from this vast, dependable 
source of supplies, repair parts, equipment and machines. 


Strong-Scott stocks are complete. And this experienced organization is keyed 
to function quickly and accurately in the filling and shipping of every order, 
large or small. 


Increase Your Elevator STRONG-SCOTT 
Capacity 20 Per Cent with i 
Superior D. P. Cups = 


They hold more, are placed closer on belt, pick. | Gvsrsuteed fo close ony cor door. Saves 
up and discharge perfectly. Nothing to change | sect. Weight 9% Ibs. | Price $2.50 F. 0. B. 
but the cups. We carry full stocks. 


Everything Jor Every Mill and Elevator 
he Strong-Scott Co. 


Minneapolis Minn. Great Falls Mont. 
In Canada: The Strong-Scott Mfg.Co.Ltd.Winnipeg 


We can ship your requirements of Oats and 
Corn from our Elevator at Milwaukee or 
Savanna, Ill. 


We buy only the best quality grain and you 
can handle our shipments profitably. 


Send for Sample of Our Quality Corn 


cal Write or phone for our quotations je 


FROEDTERT GRAIN & MALTING CO. 


MILWAUKEE—MINNEAPOLIS 


Operating Elevators at TELEPHONE 
MILWAUKEE, SAVANNA, MINNEAPOLIS, WINONA ORCHARD 541 0, MILWAUKEE 
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The Whole Country Pauses This 
Month To Honor the Memory of 


George Washington 
and 


Abraham Lincoln | 


Both Really Great Men 


ARCADY WONDER FEEDS 
are Really Great Feeds 


Arcapy Farms Company 


223 W. JACKSON BLVD. CHICAGO, ILL. 
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Cash Basis Gets Unanimous Approval 
From All Parts of Country 


General Business Improvement Reported by Dealers Who Have Adopted Plan 
Express Satisfaction in Replies to Questions Submitted by The Feed Bag 


NANIMOUS approval of a cash 
[ f basis among those who are oper- 

ating their feed business under 
the plan is expressed in answers to a 
questionnaire submitted to dealers in all 
parts of the country by The Feed Bag. 
The replies substantiate the fact that the 
system is no longer an experiment and 
that it is the only remedy for relieving 
the credit burden under which the in- 
dustry has been laboring. 

Many compliments are showered upon 
the cash basis in responses to the ques- 
tionnaires and the reports that it has 
placed business on a sound basis and 
increased sales volume are widespread. 

Thirteen Questions Asked 

The following inquiries were made of 
each dealer: 

' When did you start selling for cash? 

Did you lose any worthwhile custom- 
ers following the change? 

Have any of these customers come 
back? 

Did you get any new customers? 

Did you lose any business as a ‘re- 
sult of the change? 

What percentage of your total busi- 
ness did you lose? 

Considering general conditions, is 
your business larger or smaller since 
changing to a cash basis? 

If you lost business after making the 
change, how many weeks or months 
was it before your sales volume became 
normal again? 

What was your book account total 
when you discontinued eredit? 

What is your book account total to- 
day? 

What is your annual volume of busi- 
ness? 

Do you make any exceptions to your 
policy of selling strictly for cash? 

Do you favor the cash basis plan of 
selling feeds and would you recommend 
the plan to other dealers? 


. 


Almost all of the dealers who replied 
to the questionnaire have adopted the 
cash basis within the past two years. 
One New York feed merchant discon- 
tinued credit in 1914. He is ‘still ad- 
hering strictly to the cash plan and is 
making more money than he ever could 
have realized by extending time to his 
customers, he reports. 

One-third of the dealers who an- 
swered the questionnaire reported that 
they had lost customers following their 
change of policy. The majority, there- 
fore, did not. Those who did lose trade 
regained it after a few months’ opera- 
tion or made up the deficit with new 
customers. The questionnaires showed 
that only a very few dealers did not 
gain new patrons after adopting a cash 
basis while 86 per cent reported a defi- 
nite gain in number of patrons. 

Cash Basis Attracts Trade 

Business increased for a majority of 
the dealers who adopted the cash basis. 
Only 18 per cent reported a slump for 
the first few months and in all but one 
case this was gradually made up after 
customers became accustomed to the 
new plan and realized that the dealer 
was determined. Only one answer, too, 
was recorded against an increase in 
business under operation on a cash ba- 
sis. All dealers, except this one, agreed 
that the cash basis has created more 
trade for them, has made their work’ 
more pleasant and has given them ready 
money for stock and improvement of 
their stores. 

The cash basis means strictly cash to 
all but one or two of the dealers who 
answered the questionnaire. These mi- 
nority dealers admitted making some 
exceptions in extending credit to oc- 
casional reliable customers who needed 
to be tided over for brief periods. Stores 
with the largest sales volume were em- 
phatic in their assertions that they made 
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no exceptions. 

The cash basis reduced the book ac- 
counts in every store, even among those 
most recently making the change. Many 
dealers reported having absolutely no 
charges on their books. 

Dealers who answered the question- 
naires unanimously recommend the cash 
basis to all who are engaged in the feed 
business. 

Says Farmers Like It 

“It is the only system and farmers 
like it once the plan is started,” Rapp 
Bros., Inc., Darien Center, N. Y., tell 
their fellow feed merchants. 

“We fully expected to lose about half 
our trade when we went on a cash basis, 
but to our amazement it grew,” com- 
ments Frank J. Young, Alden, N. Y. 

“We absolutely recommend the cash 
basis to everyone,” reports the Kujawa 
Co., Rudolph, Wis. 

Henry Neff, Salamanca, N. Y., sug- 
gests: “Run your own business. If you 
let the public run it for you, you will go 
broke.” 

Would Never Go Back 

“We would never think of going back 
to credit again,” assures the Woodville 
Elevator Co., Woodville, Wis. 

“The cash plan is the only one,” adds 
S. A. LaViolette, Clintonville, Wis. 

“By all means we would recommend 
‘cash only’,”’ reports the Wisconsin 
Milling Co., Boyceville, Wis. 

The need of a cash basis is observed 
by the Sturtevant Supply Co., Sturte- 
vant, Wis., which writes: 

“It came to my attention a few days 
ago that a large feed concern had sev- 
eral cars on track without the money 
to take them up. One of the cars had 
been on track for at least 10 days. I 
wonder if the farmers were doing any 
worrying about these cars?” 

I. K. Mayr, Mayr’s Seed & Feed store, 
Beaver Dam, Wis., suggests the display 
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of a large card with “Terms Strictly 
Cash” printed in large letters to help ‘ 
eliminate explanations and discourage Reports Big Year 
demands from customers for exceptions Doing a business of over $180,000 on a 
in granting credit. He recommends the $25,000 investment, the Fennimore 
cash basis for every feed dealer. Farmers’ Warehouse Co., Fennimore, 
Wis., declared a 15 per cent dividend to 
AUGUST NOTBOHN, SR., a flour stockholders and held 3 per cent in sur- 
dealer in Milwaukee for a half century, plus, on last year’s business. Eighty-six 
died recently. He was born in Ger- shareholders reaped the benefit of the 
many and came to this country in 1859, year’s profit. 
starting a flour mill at Salemville, Wis. ° Remarkable progress of this co-opera- 
He came to Milwaukee and again en- tive since its establishment in March, 
tered the flour business, retiring about 1921, is due to both a favorable location 
15 years ago. His business was taken in a good trade area and to efficient 
over by his son, August, Jr. management. The venture has been a 


Co. 


Fennimore Farmers’ 
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When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 

world produces--and it doesn’t 
iT SCRAPS cost you one cent more than 
FOR POULTRY | : the other kind. 


Darling & Company 
Union Stock Yards, Chicago 


STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


= 


3 MANUFACTURED BY : 
=” | DARLING-&-COMPANY |: 


UNION STOCKYARDS CHICAGO,ILL. 


success from the start. In one year a 
15 per cent and another year a 20 per 
cent cash dividend was taken, in addi- 
tion to making a considerable financial 
outlay for necessary purposes. 

In 1928 the Géompany handled 3,373,151 
pounds of grain, 1,404 tons of mill feed, 
and 373 tons of hay. The total tonnage 
is equal to 2,308 truckloads, averaging 
3,000 pounds to the load. This is equiv- 
alent to one load every one and one-half 
hours each business day in the year. In 
addition 60,000 pounds of grass seeds, 
19,500 pounds of soy beans and a large 
quantity of other seed grain were 
handled. 

The following officers were elected at 
the stockholders’ meeting held January 
12: William, Frankenhoff, president; E.° 
J. Brechler, vice-president; F; E. Par- 
ker, secretary and L. B. Stauffacher, 
treasurer. F. E. Parker was retained as 
manager. 


WISCONSIN HATCHERY, INC., 
Madison, Wis., is the first hatchery in 
the state and one of the first in the 
United States to offer for sale day old 
pullets and day old cockerels with a 100 
per cent sex guarantee, according to W. 
C. Clack, president and general man- 
ager. The firm has published a 16 page 
catalog whichi will be mailed to all in- 
terested on request. 


| ZBLUE RIBBON 


dairymen. 
SWEET 
DAIRY FEED 


BROOKS MILLING CO. 


| MINNEAPOLIS, MINA. 
| GUARANTEED ANALYSIS 
INGREDIENTS 

CORN GLUTEN FEED. WHEAT BRAN, SOY 
3 BEAN MEAL. OLD PROCESS LINSEED OFL 
MEAL, PRIME 83°; COTTON SEED MEAL, 
PULVERIZED AND BOLTED FLAX AND 
GRAIN SCREENINGS. MINERALS (CALCIUM 


CARBONATE. BONE MEAL, SALT) A’ 
MOLASSES 


Protein......1614% 


A Lively Leader 


MEANS 
INCREASED INCOME 


LUE RIBBON SWEET DAIRY FEEDS 


are used by thousands of discriminating 


Increased demand proves their popularity. 


Business builders of good will and friendship. 


COMPLETE LINE OF DAIRY, 
POULTRY and HOG FEEDS 


TRY OUR 24% PROTEIN DAIRY FEED 


Profits Prove 


BROOKS MILLING CO. 


MINNEAPOLIS, MINNESOTA 


LET 


IT 
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Does Your Mailing List Pull Salesr 


Here’s How To Improve It 


Simple Plan Illustrated for Tabulating Actual and Prospective Customers 
Only Those Persons Interested in Product Offered Should Get Circulars 


ILLIONS of dollars are spent 
each year throughout the coun- 
try on direct mail advertising. 


One cannot deny the value of such a 
method of selling, yet one has only to 


Flour 


Card Index with Signals in Position 


visit a small town postoffice to realize 
the futility of much of it. 
Mailing List Important 

There is no doubt but that the suc- 
cess of any mail selling campaign 
whether conducted on a big scale by 
some million dollar corporation or by 
a country feed store depends to a great 
extent upon the reliability of the mail- 
ing list used, and no one is in a better 
position to build up and to maintain an 
up-to-date list of customers than a feed 
store dealer or small feed miller. Nor 
is there any other business which direct 
mail advertising is so apt to benefit 
than the self same feed man. 

And all this for the minimum of ex- 
pense and trouble. 

In building up such a list, first of all, 
an effort should be made to divide it 
into two broad divisions, one to cover 
actual customers and the other prospec- 
tive. Neither should be neglected for 
both are of equal importance to an ag- 
gressive firm; the prospective custom- 
ers to insure the growth of the busi- 
ness throughout the coming years, while 
the actual buyers are the firm’s bread 
and butter, as it were, and as such cer- 
tainly cannot be slighted when it comes 
to mailing out price lists and circulars. 

How to Compile a List 

In making up a list of those already 
buying, perhaps nothing furnishes a 
more reliable source than the counter 
check book. In order to build up such 
a list, and if you’re not already doing 
so, it is necessary to have the custom- 
er’s name on each and every duplicate 
slip for a period of at least three months. 
This will afford the bookkeeper or who- 


ever is to do the work ample time to 
go through the tickets and to take off 
the names of those buying. Such a list 
is perhaps best kept in one of the stock 
size card index files using a card three 
by five and classified according to the 
letters of the alphabet. 

It is a good plan to go even further 
and to classify the file according to the 
different items each man buys. Here’s 
how it’s done. 


How Names Are Classified 

Small steel signals, as they’re called, 
can be secured from any stationery sup- 
ply house and these are pinched on the 
tops of the cards in different positions 
for different lines. Cards of customers 
interested in dairy feeds which you may 
be offering can be instantly picked out 
if a signal is pinched on in the extreme 
right hand side. Buyers of hog feeds 
may have theirs placed an inch in, poul- 
try feed customers, two inches in and 
so on. It is an easy matter to go 
through a file so classified and to pick 
out those interested in any one line 
and you can imagine the speed with 
which a list of customers who might be 
interested in that car of dairy feed 
you’re intending to sell from the car 
door at a special price, can be made up 
and mailing made. 

Some firms use a system combining 
a record of customers’ purchases and a 
mailing list. This is perhaps best kept 
in a large loose leaf binder with a sheet 
to each customer, being ruled with col- 
umns to classify the different actual 
purchases. With such a system it is 
necessary to carry names on duplicate 
counter check slips at all times and this 
together with subsequent entering is 
perhaps more trouble and expense than 
the small feed dealer would care to 
carry on. Yet, there can be no doubt 
but that up to a certain limit such rec- 
ord keeping is profitable or else why 
would every large firm conduct such a 
system. 

Know What Is Bought 

Another method which, while taking 
up a bit ‘of space, seems extremely sim- 
ple is to use a counter check book with 
an additional tissud paper sheet between 
the original and the duplicate and by 
using a double faced carbon, an impres- 
sion is registered on the back of the 
tissue which is easily read through. The 
different tissues are then filed away in 
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a card index file of suitable size and 
classified behind master cards, one for 
each customer. These latter give his 
name and address, acreage, what items 
he’s interested in, credit rating and other 


ayy] 
Loo} 100 
100 Sod 13\2d 
Clip in position 


Sheet of Record Book Much Reduced in Size 


necessary information. With such a 
system it is an easy matter for the 
owner or manager to go through the 
file every once in a while in order to 
see who is buying and what, or per- 
haps what is even of more importance, 
who is not coming in regularly. A 
personal call on one of the latter cus- 
tomers before it’s too late, may clear up 
some little misunderstanding which is 
causing him to deal elsewhere. 

Then there’s the list of prospective 
customers to be considered. Much time 
should be devoted to the compiling of 
this list and every effort made to try 
and secure the business of such pros- 
pects and the subsequent transfer of 
cards from the prospect list to the ac- 
tual customers’ file. 

Your List of Prospects 

Rural routes, telephone directories, 
live stock association membership lists 
and personal observation such as when 
driving down a country road, should all 
add names to your collection. Still, at 
the same time, it should be seen that 
each name represents a person actually 
interested in what you have to offer and 
one which will justify the expense of 
circularizing or calling. 

Rather than worry about securing! the 
business in that country which is be- 
yond a profitable radius concentrate on 
your own immediate territory. In fact, 
go over your own back yard with a 
fine tooth comb, as it were before tack- 
ling the far away pastures which look 
so green but which generally, in reality, 
turn out to be already supporting too 
many. 


CLARK’S FLOUR MILLING CO., 
Cato, Wis., has filed articles of incor- 
poration with 100 shares of no par value 
stock. 
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BUY QUAKER FEEDS 


ZA BA 


“Customers Come 


Back for More 


HERE you have one of the reasons why Quaker Dealers 

make money and make progress. Quaker Feeds do the 
work, and do it at a profit. A profit for the feeder, a profit 
for the dealer. Wider and wider spreads the understanding 
of how Quaker’s unequaled manufacturing and purchasing 
resources make it possible to produce a complete line of 
feeds that brings maximum returns. More people are turn- 
ing to Quaker Feeds. And dealers find they come back for 
more! Be a Quaker Dealer, and know the many advantages 
that Quaker offers. Write today for details—a postal card 
will do. | 


THE QUAKER OATS COMPANY, Chicago, U.S. A. 


BUY QUAKER FEEDS IN STRIPED SACKS 
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POOR MANAGEMENT More than 70 per cent of the 
VS. COMPETITION business enterprises in the 

United States fail because of 
poor management and lack of foresight. Only 1 per cent 
drop by the wayside because of competition. 

Are you operating your feed business by guesswork and 
courting failure or do you follow a system that enables you 
to plan ahead and realize the greatest amount of sales volume 
at the lowest cost? 

Every dealer should keep accurate records and analyze 
them before he starts a new year. Past figures furnish a 
good barometer to guide future operation. A general aver- 
age figured by analyzing the past records will enable a dealer 
to determine the stock of various lines of feeds which he 
should have on hand during different seasons of the year. 
With these averages, to guide him he can buy wisely and in- 
crease his turnover. 

Another advantage of analyzing old records is the op- 
portunity it provides to discover the lines of feeds that are 
moving best and those which are returning the greatest 
profit. With this information the dealer can weed out stock 
that stays on the shelves and push the brands that his cus- 
tomers are buying. By analyzing the past life of his busi- 
ness, he can remedy the bad habits and develop the good. 
The dealer must be a doctor in addition to a good manager. 

Now, if you have been spending your valuable time de- 
vising ways to undo your competitor, whom you think exists 
to drive you out of business and make you fail, glance again 
at the small 1 per cent and then think seriously of the 70 
per cent who must give up the ghost hecause they didn't 
analyze and plan. This is the evil that really needs attention. 


A WORD ABOUT THE The Eastern Federation of 
EASTERN FEDERATION Feed Merchants com- 

pleted 13 years of service to 
the trade. It has earned a rising vote of appreciation from 
dealers operating in its territory and from members of allied 
and sister organizations. 

Firm faith in the future of the feed industry, a noble 
purpose of providing direct benefits for all engaged in the 
retail business and the creating of a friendly, fraternal spirit 
among all, has guided the organization since, its inception in 
1915. Scarcely had the constitution and by-laws been drafted 
when it began to perform) a real service by helping to tide 
the dealers over the depression following the World war. It 
has remained a faithful servant, and the records cf its past 
history reveal many other accomplishments that enable the 
eastern dealer to operate his business with more pleasure and 
greater profits. 

Founders of the federation, officers who guided it 
through the first and trying stages, those who have since 
continued leadership of its constructive program, and the 
members who faithfully supported the organization are all 


“worthy of praise. They have accomplished much good for 


the feed industry and pointed the way for other organizations 
of the trade which are now operating successfully. 

The Eastern Federation is holding a mid-winter rally at 
Binghamton, N. Y., February 21 and 22. One of the best 
programs ever presented at a feed convention has been ar- 
ranged. Every New York, New Jersey and Pennsylvania 
dealer should consider it his most important duty to attend 


the rally and to benefit by the numerous features which are 
scheduled. Your presence will give the federation an oppor- 
tunity to extend its valuable services to you, and your co- 
operation will help it to accomplish even more for your busi- 
néss than it has done in the past. 


GOOD BUSINESS These are trying days for the feed 
TO FOLLOW SNOW dealers of the snow belt, particu- 

larly in Minnesota, Michigan and 
Wisconsin. Roads are almost impassable and the farm trade 
is virtually cut off. The snowfall is heavicr than it has been 
for the past 15 years. Storm after storm has swept down 
upon these sections, filling in the roads on the very heels of 
county snow plows which endeavored to keep them open. 
Winter is master and the feed dealer must exercise patience 
and perseverance until trade communicaticn is again estab- 
lished between town and country. ; 

The snow blockade may be disheartening to dealers but 
it also has its silver lining. While the farmers are marooned 
from the market they will feed home grown grains to their 
stock and diminish this source. When the roads are again 
opened they will flock to the dealer’s store. The harvest 
that follows should more than make up or at least cover the 
present slack in business. 

Meanwhile, it is a wise plan to prepare for this rush. 
Dealers should supply themselves -with enough stock to fill 
the sudden demand. The forced winter vacation also allows 
ample time to work out new sales methods, and to plan a 
vigorous spring campaign, to make general improvements 
about the store and to analyze and check the condition of 
the business. “5 

The snowbound days are an occasion which man, with 
his present day means, cannct prevent. Dealers can only 
make the best of it, smile and wait for the silver lining. 


READ TO Time spent in studying feeds and feed- 
KEEP POSTED ing methods will return dividends to 
every dealer. Customers expect you to 
understand your products and to give them information on 
how they may be used with success. A thorough knowledge 
which you can impart to your feeders insures results from 
your feeds, builds confidence and creates increased business. 
Every dealer should subscribe for and read one or two 
farm papers, poultry journals and dairy magazines to get the 
feeder’s angle and the information therein promulgated by 
experts and agricultural colleges. Bulletins issued by ex- 
periment stations are also good sources of knowledge. 

Every dealer should also own and read “Feeds and 
Feeding” by Henry and Morrison and “Commercial Feeds” 
by W. H. Strowd, two books that are acknowledged as au- 
thorities in the feed industry. 

As a special service to its readers and with no desire for 
profits, The Feed Bag has made arrangements with the pub- 
lishers to sell these books. Many requests were received 
from dealers in_the past asking where they might be ob- 
tained. We were unable to discover any commercial book 
shops that sold these two volumes and thereupon decided to 
make them available direct from The Feed Bag office. Their 
value to you and your business is worth many times the cost. 

This is a fast moving, highly competitive world. It pays 
to keep posted. 
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n-862-L 
Complete Waukesha driven Prater Pulverizer in Illinois Mill 


Wh Oo Who pays you to work for the 
power company? Do you know 

P that the average cost of elec- 
ays tric power takes half your 

6 grinding receipts? Why notuse 
You & Gasoline engines? They halve 
your power costs and increase 

your profits 50 per cent. 


With Waukesha Ricardo Head gasoline 
engines working for you there are no 
standby charges, for idle time. They 
start on the “press of a button,” are 
Safe, Simple, Economical and De- 
pendable. Write for full particulars. 


“T.-Head Engines—-They take better care of themselves.” 


N-879-L STATIONARY POWER DIVISION 


WAUKESHA MOTOR COMPANY 
Waukesha 


Wisconsin 
New York Office: 8 West 40th Street San Francisco: 555 Howard Street 


Exclusive Builders of Heavy-Duty Gas Engines for Over Twenty Years 
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Newspaper Publicity for Feed Stores 


How to Break Into Print 


Keep Your Editor Informed of Your Activities and Feeders’ Experiences 


Accounts of a Trip, New Egg or Milk Production Record Make Good Copy 


ANY feed merchants do not 

realize that local newspapers 

are willing to print legitimate 
news about them and their business. 

What is real news and how can a feed 
merchant get it into the paper? 

This is best answered by citing the 
experiences of an imaginary Mr. Parker 
and by showing what some newspaper 
editors think. 

First of all news is not a “puff” which 
carries a clever sales message. The 
Chicago Daily News makes that plain 
in a booklet it publishes on this subject. 

“It deals with a business enterprise 
but it is news.” The business concern is 
doing something that, in the opinion 
of the editors of the Daily News, is of 
interest to the reading public. 

“It has not been published elsewhere. 
It is timely. It carries no cleverly hid- 
den sales message.” 

Dealer Parker’s Methods 

This Mr. Parker, who, of course, is 
in the feed business, would keep the 
local interest—what local people would 
want to know-—in view all the time. If 
he attended a trade convention he would 
let the local paper know when he left, 
the name of the organization, the con- 
vention city, what office he held or what 
committees he was on, any part he 
would take and any topic of timely in- 
terest to local feed users to be consid- 
ered. After he came back he would tell 
of any office or duties given him and 
any news of especial interest locally. 

If he visited a large feed mill he 
would at least have the news of his trip 
in the paper, and if the policy of the 
paper permitted, tell of some interesting 
—to the !ocal public—thing he saw 
there. 

Whenever Mr. Parker was going to 
speak at a meeting at home or anywhere 
else, was going to say anything of 
iocal interest and had written out his 
talk, he left a copy with the local paper 
which used what it wanted to in con- 
nection with the story of the meeting. 

In cases like this newspapers may use 
only an extract or so—more if it’s live 
stuff for the territory—but it is good 
publicity for the feed dealer. Here is 
an example of how such an advance 
item might read: 

“ “Feeds For Fattening Purposes’ will 
be the subject of an address to be made 
by James A. Parker, local feed mer- 


chant, before the meeting of the Clark 
County Farmers’ Institute at Marys- 
ville, November 14. Mr. Parker will tell 
cf results obtained in this county, hav- 
ing made a specialty of collecting figures 
from farmers. Experts from the state 
agricultural college will also talk on 
feeds.” 

If Mr. Parker were to build a new 
mill he would want to tell the news- 
paper some of these facts: its dimen- 
sions, its cost, what kinds of feed it 
would manufacture, capacity per day, 
when construction starts, when readi- 
ness is expected, history of growth of 
local business and present volume con- 
trasted with local feed business of an 
earlier day. 

He would do the same thing with 
improvements to warehouse and eleva- 
tor. When new machinery was installed 
he would tell the local papers what it 
was and what was its purpose. 


Here is another class of items that ~ 


he would furnish the papers: 

“James A. Parker, local feed mer- 
chant, has just received a handsome 
radio set from the Gigantic Stock Food 
Co., as first prize for increased sales of 
that firm’s products in the state. Mr. 
Parker sold 26 carloads last year which 
was a 25 per cent greater increase than 
the record of any other dealer in the 
state.” 

If the paper in his town set aside 
special pages for farm news he would 
cooperate with the editor by giving 
him news about feeding results. Feed 
dealers who really know their customers 
and are on the job always know of some 
farmer or poultryman who is keeping 
records, using his feed and getting un- 


‘usually good results. 


Feeding Results Article 

I will not cite here a typical stock 
feeding story, but a type of short back- 
yard poultry item may indicate what 
could be done with more facts and fig- 
ures. 

“The Sunshine Valley Hatchery at 
Stillman has increased the production of 
its flock of 800 White Leghorns by the 
consistent feeding of a commercial egg 
mash, according to a report made to 
James A. Parker, local feed merchant, 
by Henry M. Jones, manager of the 
hatchery. Last week he gathered - 
eggs from this flock.” 

Another: 


THE FEED BAG—FEBRUARY, 1929 


“What does it cost to produce eggs in 
town? 

“A little over 8 cents a dozen, accord- 
ing to James A. Parker, local feed mer- 
chant, who cites the experience of 
Charles Thomas, county auditor. 

“Mr. Thomas has a flock of 100 
White Leghorns in the backyard of his 
home on East Main street. During the 
months of January and February, he 
gathered 4,400 eggs. This is a record 
of about 75 per cent. His feed cost him 
$32 and his sales, after using what the 
family needed, netted him $68 for the 
two months.” 

Many Publicity Opportunities 

Some classes of news Mr. Parker 
would furnish include: 

Cutting down sickness and low death 
rate in poultry flocks, especially where 
change of feed was a factor. 

Films he wasi showing locally on be- 
half of feed manufacturers. 

Premiums he was furnishing to farm- 
ers’ meetings in different parts of the 
county for results in poultry and live 
stock classes. 

In these, as well as in all items, he 
would try to answer the traditional re- 
porter’s questions: 

“Who? What? Why? 
When?” 

There are three ways to get news 
about the feed store into the paper. You 
can write it out and mail it in. Write 
it on the typewriter if you can but pen 
or pencil will do. Write only on one 
side of the paper. Leave plenty of 
space between the lines for corrections 
to be made in case it can be used with 
only a few changes. Don’t worry much 
about fine writing. The paper will fix 
it up. What it wants you to give is 
facts—names, places, dates and figures. 
Don’t bother trying to write a headline: 
they'll take care of that too. Write 
plainly. It is better to print out names 
and initials. Always sign your name 
and address and give your telephone 
number; the paper may want to call you 
up to ask you something more. 

If you telephone it in, first get your 
information ready so that you will not 
waste the time of the people in the 
newspaper office. Jot the facts down 
on a piece of paper so that you can give 
the information quickly. Spell out all 
names—they will expect that to be done, 
therefore show your helpfulness by 


Where? 
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spelling out each name just after you 
pronounce it the first time. 
Always Identify Yourself 

In this case also, give the reporter 
your name, before you start to give the 
item—identify yourself. Then before 
you hang up and without his asking 
you, give him your address and phone 
number. He may want to verify some- 
thing from his notes or ask you for ad- 
ditional information. 

The third way is to call up the paper 
and ask to have a reporter sent out to 
see you. This will seldom be justified 
in the case of a feed merchant and the 
average reporter would resent having his 
time wasted. Instead, write or phone 
the paper what you have; if it is desir- 
able for a reporter to see you, the news- 
paper will realize it quickly enough. 


tha 


ONE of the most in- 
teresting sights at 
Purina Mills is row after 
row of tiny jars in the 
Research Laboratory. 
In each jar is preserved 
the brief life history of 
a baby chick. 

In one experiment Pur- 
ina chemists have exam- 
ined 21,500 baby chicks 
to discover what causes 
the dread nutritional di- 
seases that wipe out half 
of America’s baby chick 
population each year. 
And now every visitor 
to Purina Mills can see 
with his own eyes the 
story laid bare by the 
chemist—a story that 
proves 21,500 times the 
need of proper feeding. 
It is because of such 
scientific experiments 
that two Purina-fed baby chicks 
live and grow where only one 
average chick survives. It is be- 
cause Purina Poultry Chows are 
mixed by men who know that you 
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Carefully Sifted for Feed Dealer Consumption 


Smoking among women isn’t an indi- 
cation that they keep the home fires 
burning. 


* 


* 


DULL MOMENTS 

Feed Dealer: “Gosh, this 
doesn’t cut at all.” 

The Wife: “Why, William, you don’t 
mean to tell me that your beard is 
tougher than that can of tomatoes I 
opened this morning.” 


razor 


chicks 


an 


Live 


can save at least 90% of all your 
chicks this spring by feeding 
from the checkerboard bag. 

PURINA MILLS, 813 Gratiot St., St. Louis, Mo. 


id at the stores with the checkerboard 
yor in the United States and Canada 


PURINA CHOWS 


poultry — cows — calves — hogs 
steers — sheep — horses 
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A CHIP FROM POKER 
A dealer trusted to a book 
To bet against four aces— 
The moral is that credit’s not; 
As good as a cash basis. 
* * * 
CORNHAY WEAKLY NEWS 
The snow is so deep here that they 
had to shovel out the church steeple 
Sunday to ring the bell. 


Lem Jones, our local feed dealer, has: 
sold Grouch Mudkins a carload of min- 
eral feed and has ironed out the trouble 


about one of Grouch’s cows dying with 
a nail in its stomach. 

Luke O’Reilly, whose toe was crushed 
when he kicked his tractor in the spokes, 
received a shipment of horses from the 
West last week. 


A robin was seen by Judd Perkins 


Tuesday. Judd has now sworn to quit 
drinking. 

Hiram Nubbs lost a flock of 100 
chickens Friday. He sent for some 
tonic that was guaranteed to make hair 
lay and he thought if it could do that 
it ought to work on chickens too. 

There are 28 days in February this 


year, it being shorter than the other 
months. 
*x* * * 


GIFTS THAT LAST 

“Where'd you all get that Derby 
hat?” 

“Hit’s a surprise from mah wife.” 

surprise?” 

“Ah come home de other night un- 
expected an’ found hit on de table.” 

* * 


SPELLBOUND 
Stenographer: “Howdya spell ‘sense’ ?” 
Feed Dealer: “Dollars and cents or 

horse sense?” 
Stenographer: “Well, like ‘I ain’t seen 
him sence’.” 


“The reason why few persons indulge 
in thinking is because it is hard work,” 


says Henry Ford. That probably ac- 


counts for our unemployment problem. 
* * * 
THE NEW SCIENCE 
This is said to be a genuine answer 
taken from a ‘school examination paper: 
“To keep milk from getting sour, 
keep it in the cow.”—Purina Milk Mes- 
senger. 
* * * 


The greatest haste is made by people 
who are not getting anywhere. 
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Local Eastern Clubs 
Unite Dealers; 


Solve Many Problems 
Ot Feed Trade 


HERE are several local associa- 

J tions in the eastern states which 

serve to bring together most of 
the progressive retail feed dealers at fre- 
quent meetings to consider the problems 
which confront the trade. 
Mutual Millers Oldest 

One of the older organizations is the 
Mutual Millers & Feed Dealers asso- 
ciation which has just held a very suc- 
cessful meeting at Buffalo, N. Y. J. D. 
Ditzler, Jamestown, N. Y., secretary, 
has summed up the accomplishments 
and aims of the association in the fol- 
lowing statement: 

“The Mutual Millers & Feed Dealers 
association has brought together the 
dealers in western New York and Penn- 
sylvania and by combining their efforts 
has been successful in solving many vex- 
ing problems. The abuse of credit and 
the failure to make suitable charges for 
services rendered has robbed many of 
the dealers in the past of a fair profit. 
We believe that the association has 
done much to educate the dealers to 
adopt a scientific basis of doing busi- 
ness. 

“The main object of an association is 
to bring the dealers together frequently 
enough to turn competition into friend- 
ly cooperation. That is what our or- 
ganization is doing.” 

The other officers of the Mutual Mill- 
ers & Feed Dealers association are: 
President, E. B. Dunbar, Little Valley, 
N. Y.; vice-president, W. H. Parker, 
Waterford, Pa., and the executive com- 
mittee includes Frank Young, Henry 
Dye and James H. Gray. 

Has 100% Membership 

St. Lawrence County Feed & Coal 
Merchants association boasts the dis- 
tinction of having a membership in 
which every dealer in the territory is a 
member. Their meetings are held once 
a month and the discussions are lively. 

“The proper way for feed merchants 
to organize is by counties or small 
groups and then to affiliate with the fed- 
eration,” said F. M. McIntyre, secre- 
tary. Mr. McIntyre is also a director 
of the federation. “There is no other 
way ‘to bring our matters before the 
proper authorities for recognition. In 


our small organization we can gather 
around the table for a mid-day lunch 
and talk over in an informal way all of 
our trade troubles. Never a meeting 
goes by without some new and import- 
ant idea being brought out to improve 
our business.” 

The St. Lawrence county association 
has been meeting regularly since 1922 
and during that time has held a meeting 
every month except one. Each mem- 
ber pays for his own lunch, the dues 
being used to meet expenses and to 
build an emergency fund which has 
reached a total of nearly $800. 

The officers are: President, C. W. 
Spaulding, Ogdensburg, N. Y.; vice- 
president, Lawrence Kelley, Madrid, N. 
Y.; secretary, F. M. McIntyre, Pots- 
dam, N. Y.; treasurer, F. R. Maloney, 
Chase Mills, N. Y., and delegate-at- 
large, D M. Kennehan, Winthrop, N. Y. 

Franklin County Lucky 

The Franklin County Feed Dealers 
association is a neighbor of the St. 
Lawrence county group and operates 
in an adjoining county. It is but nat- 
ural that the organization would fol- 
low that of its successful neighbor. 
Meetings are usually held at Malone, 
N.. ¥: 

Charles E. Brush, Moira, N. Y., is 
president and is active in promoting the 
welfare of the trade in his section. Out- 
side of a recent difficulty with the distri- 
bution of fertilizers the dealers have 
been remarkably free from _ serious 
trade problems. This is without doubt 
due in large measure to the efficient or- 
ganization that guards the interest of 
the dealers. ‘ 

“Practically all of the retail dealers 
are members,” said C. A. Massey, sec- 
retary, Malone, N. Y. “We enjoy a co- 
operation among our dealers that has 
made it a pleasure to do business here. 
If we have a serious problem confront- 
ing us we hold a joint meeting with the 
St. Lawrence county dealers and ‘it 
seems to disappear without much 
trouble. I am strong for an organiza- 
tion in our trade for I know its value 
through years of active interest.” 


A new association was formed in nor- 
(Continued on Page Forty) 
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Director Deuel 


AMUEL DEUEL, a director re- 
S cently elected by the Eastern Fed- 
eration of Feed Merchants, in early 
youth conceived the idea of aiding the 
farmers in his section by opening mar- 
kets for their surplus produce. Since 
1891 he has been developing his idea 
until today he is known by farmers in 
all parts of the Harlem and Hudson 
river valleys. 
Father Was Farmer 

Mr. Deuel was born on a farm near 
Pine Plains and his father, who was 
recognized as a master in his line, began 
early to teach him the best methods of 
farming and to explain the difficulty ex- 
perienced by farmers in disposing of 
their surplus hay, straw and rye. 

Upon completion of his education at 
the Seymour Smith academy, he began 
in a small way to buy and sell pro- 
duce. He secured desk room in the 
store of the late Isaiah Dibble and be- 
gan at once to enjoy a _ success he 
little anticipated. The farmers had been 
compelled to deal with outside commis- 
sion men and after paying the freight™ 
and commission on their produce, had 
little left. They found in the new plan- 
offered by Mr. Deuel a service they had 
long desired. 

Buys Several Feed Stores 

In 1901, Mr. Deuel took charge of the 
500 acre Deuel farm at Bethel and ap- 
plied his enthusiasm to his new tasks. 
When he finally sold the property to 
the Briarcliff farms it was producing 28 
cans of milk per day and was one of 
the largest and finest dairy farms in the 
section. 

His entry into the retail feed busi- 
ness came when he purchased the feed 
and coal property from A. L. Schultz. 
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E. $. 
Woodworth 
& Co. 


MINNEAPOLIS, MINN. 


Offer a complete 
line of 


Millfeeds 


Oil ana Cotton 
Seed Meals 


either straight 
or mixed 


cars 
—" 

Large warehouse facili- 
ties and complete 
stocks insure prompt 

shipment. 


Grain 
We offer: 
Oats, 
Corn, 
Rye, 


Barley 
and Chicken Wheat 


Write, wire or phone 
ATLANTIC 4593 
FOR PRICES 


Try Us. 


You will like our service 


In 1918 he bought out a competitor, F. 
R. Bouton, and later he acquired the 
business of another dealer, L. D. Smith. 
Thus within a few years he became 
known as one of the most progressive 
merchants in Dutchess county. Lum- 
ber and building supplies have been 
added to his line and for many years 
he has operated a large cooperage. - 
Sells All Farm Needs 

Mr. Deue! has never lost his interest 
in farming and it is said that he has de- 
veloped his business so that he can sup- 
ply every farm requirement from. the 
materials to construct the buildings, 
equip the dairy and poultry barns, fur- 
nish the feed and coal and then handle 
their surplus produce. He has recent- 
ly begun to contract to erect the build- 
ings. 

His trucks cover a radius of 20 miles 
and his wholesale hay and straw busi- 
ness carries his salesmen throughout 
New England and New Jersey. Mr. 
Deuel handles the wholesale end of the 
business himself but for the past ten 
vears William P. Fahey has _ superin- 
tended the retail department. 

Has Many Interests 

In addition to his official activities 
with the federation Mr. Deuel is vice- 
president of the New York State Hay 
& Grain association, a director of the 
Stissing National bank, a member of 


the board of the Pine Plains Presby- 
terian church and president of the board 
of education of the Pine Plains High 
school. 

Mr. Deuel is modest in commenting 
upon his unusual success in business but 
casually remarks that “any success I 
may have achieved is due to honest 
dealing, prompt payments, unfailing at- 
tention to business, careful buying and 
enthusiastic co-operation with others in 
my trades through our associations such 
as the federation.” 


FRED E. WILLIAMS, Marcellus 
Falls, N. Y., has ordered a new corn 
cutter for delivery in February. 


FAY H. BALL, East Aurora, N. Y., 
feed dealer, has been elected chairman 
cf the board of directors of the Erie 
County Trust Co. 


FRED KRUEGER, manager of feed 
sales for the Pillsbury Flour Mills Co., 
at Buffalo, is wearing a broader smile 
than usual these days on account of the 
fine record his son, Orrin, is making at 
West Point. The young man, who is a 
sophomore at the United States Military 
academy, is leading the point scorers of 
its basketball team. He recently scored 
16 points to enable West Point to -de- 
feat Bucknell 35 to 34. 


SWEETENED 


GLUTEN FEED 


20 % Protein 
“Builds Bigger Business” 


a conditioner and appe- 
tizer. 


Order Sweetened Douglas 
Corn Gluten Feed today 
in straight or mixed cars. 
Samples and further in- 
formation gladly fur- 
nished. 


EALERS are getting 
more business with 


Sweetened Douglas Corn 
Gluten Feed. Two especi- 
ally good ingredients for 
dairy, poultry, and hog ra- 
tions are combined in a 
convenient form to add to 
any ration, whether home 
mixed or manufactured. 


Durham Cane Feed Molasses which is used to sweeten 
Douglas Corn Gluten Feed adds palatability, acts as 


Qne Dealer Trebled his 
business on Gluten Feed 


“For the last four years we have 
handled about a car of gluten feed 
per year, but with 1927-1928 we 
sold three cars Sweetened Douglas 
Corn Gluten Feed and have no doubt 
that our business on this feed will 
increase. Trade well pleased with 
Sweetened Douglas Corn Gluten 
Feed and enjoying a nice repeat 
business.’’—-Chase Lumber & Fuel 
Co., Dane County, Wisconsin. 


-PENICK & FORD, Ltd., Inc. 


Cedar Rapids, Iowa 
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Contact With Farm Organizations 


Profitable tor Dealers 


Feed Trade Urged to Take Interest In All Agricultural Activities 
County Agents, Extension Departments Provide Leads for Many Sales 


By Lynne P. Townsend 


NE of the mest successful feed 
6) dealers in New England employs 

one method of making himself 
solid with the agricultural interests of 
his contmunity which could very proper- 
ly and profitably be utilized by practi- 
cally every dealer throughout the United 
States. This dealer is on the closest 
terms with the extension department of 
the agricultural college in his state, 
works hand in hand with the county 
agricultural agent, belongs to and takes 
an active part in the grange, holds office 
in the farmers’ club, is a director of a 
local cooperative milk plant, leads a 
Four H poultry club and has otherwise 
made his impress on the agricultural life 
of his neighborhood. 

Competition Almost Eliminated 

This man has been in the feed busi- 
ness only a few years and came into it 
from a profession not remotely con- 
nected. with selling feed, but he is the 
outstanding dealer of his section. He 
has very little competition from the car 
door people or anyone else. When folks 
in his neighborhood think in terms of 
grain and feed, they just naturally think 
of him. 

There is a suggestion above which 
can be translated into terms of bigger 
and easier business for any grain dealer 
who will make use of it. -Not every 
dealer can do all the things that this 
dealer does. Many dealers are not tem- 
peramentally fitted to lead a poultry 
club or to take an active part in the 
grange but any dealer can follow this 
suggestion in principle. He can inter- 
est himself in the various movements in 
his community looking toward the im- 
provement of conditions among the 
farm population. He can take an ac- 
tive and vital interest in the same things 
that many of his customers are deeply 
interested in and thereby establish con- 
tacts that are extremely valuable to him. 
His attitude must not be entirely mer- 
cenary, or the gocd etfect will be 
spoiled. There must be some measure 
of altruism and genuine good will back 
of the effort, but any dealer worth the 
name should have some spontaneous 1n- 
terest in such matters anyway. 

About a year ago, we were talking to 
a young dealer in one of the southern 
New England states about this very 


matter and explaining to him the value 
of interesting himself in the various 
movements in his community. He 
caught on with the idea immediately. 
Shortly afterward he visited his agri- 
cultural college and became acquainted 
with the various prcfessors and exten- 
sion workers. He began to put his cus- 
tomers in touch with the college when 
in need of help on their feeding prob- 
lems. He is now leader of a flourishing 
dairy calf club which has given a good 
account of itself in the last few months. 
Best of all, this young dealer finds that 
all this “bread cast upon the waters” is 
returning to him in a definitely increased 
business. Not the ieast of the benefit 
which he has received comes from the 
social standpoint of the new contacts 
he has made and the genuine satisfac- 
tion that he feels in helping his farmer 
friends to a better way of living. 

The sad part of this picture lies in 
the fact that an overwhelming majority 
of dealers, here in New England at 
least, are entirely overlooking and ne- 
glecting this fertile field. The writer 
was connected for three years with the 
extension service in his home county. 
During all that time only one dealer 
ever entered the extension office and not 
one called by telephone or wrote a let- 
ter. About a year ago, 17 of the lead- 
ing dealers in the county were called to- 
gether for a meeting to which the coun- 
ty agent and representatives of the col- 
lege were also invited. The agent had 
been in the county for three years and 
although he was working every day 
with a large group of farmers, every 
one cf whom was at least a potential 
customer cf the grain dealer, 16 of the 
dea'ers present had never met the man 
and had to be introduced to him. This 
is really a sad state of affairs and the 
saddest part is that the same condition 
prevails in practically every county in 
New England. 

Why Contacts Are Valuable 

The dealers are not altogether at 
fault. Our own county agent apolo- 
gized for not having taken the initiative 
himself and put himself in touch with 
these dealers. He should have done so 
and since the meeting in question he has 
made it a point to drop in at the feed 
stores from time to time. But the coun- 
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ty agent hasn’t as much at stake by a 
whole lot as has the dealer and the 
dealer who neglects to cultivate the 
county agent is making a grave mistake. 
Just think a minute. The whole exten- 
sion service machinery is set up to work 
with the very people who are the grain 
dealers’ customers. The extension serv- 
ice is telling the farmer what and when 
to feed, what seed to plant, what fer- 
tilizer to use, when and how to spray 
his fruit trees and a host of other items 
all of which tie in at some point with 
the very commodities which the dealer 
has to sell. How foolish not to’ be in- 
formed on what the county agent is do- 
ing and how short sighted is the policy 
of not working with him. 

There is a rather widespread impres- 
sion that the agricultural colleges, the 
extension workers and _ entire 
forces of agricultural promotion in gen- 
eral are more or less partial to the co- 
operatives and car door distributors of 
grain and feed. There are those who 
rather openly charge that these people 
favor the car door people at every turn. 
Perhaps this charge is justified. Doubt- 
less it is in some instances, but not al- 
together. By far the greater number of 
county agents are more than scrupulous- 
ly fair. But they have been cultivated by 
the car door people, have been consulted 
by the car door people and the car door 
people have used them in every pos- 
sible way. 

Cooperatives Cultivate Workers 

When the writer was in extension 
service, scarcely a week went by with- 
out some visit or inquiry from some rep- 
resentative of the Eastern States Farm- 
ers’ exchange. They knew what we were 
recommending in the way of fertilizers 
and spray materials. They kept in 
close touch with the work of our cow 
testing association. They held mem- 
berships in our organization and served 
on its committees. In other words, they 
made a strong point of keeping in con- 
stant touch with us. Without a doubt 
they did the same thing with other 
county extension organizations. And 
they were wise in doing so and also well 
within their rights. 

No doubt it is because these people 
have kept in such close touch with the 
county agent and others, that the im- 
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The two go together. Any poul- 
tryman who picks up a handful of 
these Start-All Kernels is half sold. 


He’s willing to have you tell him 
more about this new feed that cuts 
down his death-loss, relieves him of 
a lot of work—and grows his chicks 
at from 3/5 to 4/5 the usual cost. 


Every Start-All Kernel is alike. 
Each contains its proper share of the 
17 feeds and minerals that are steam- 
cooked, toasted, screened and, just 
before shipment, mixed with pure 
cod liver oil. 


After first week, only feeding-care 
is to fill hoppers when empty. No 
more alarm-clock rising or sticking 
to time-schedule feeding. 


No mixing of wet or dry mashes; 
no feeding of scratch. No feeding of 
green feed or grit. No adding of cod- 
liver oil, tonics or anything else. 


Accurate records kept by flock- 
owners, show that Start-All grows a 
chick to six weeks at a cost of from 
6 to 7} cents. 


Al! flock-owners report that, more 
important than low feed-cost, is 
the reduced mortality and freedom 
from sticking to feeding schedule. 


CHAPIN KERNELS—and BABY CHICKS 


CHAPIN & COMPANY 


327 S. La Salle Street, Chicago 


MAKERS OF UNICORN DAIRY RATION FOR 23 YEARS 


Chapin Kernels have now been 
fed ‘‘around the circle.”” The baby 
chicks fed on it a year ago, are now 
active egg-layers. Flock-owners, 
everywhere, report unfailing success 
with Kernels. 


The three feeds, that make it pos- 
sible for the feed-merchant to supply 
his:customers with Chapin Kernels, 
“from chick to laying-hen,”’ are: 


START-ALL 
GROW-ALL 
LAY-ALL 


Start-All and Grow-All are made 
in form of small Kernels and are 
alike except that Start-All contains 
cod-liver oil. Lay-All is made in 
Kernels twice the size. 


Send for samples and circulars. 
Chapin Kernels is the one feed on 
the market that your competitor 
cannot imitate with a “‘just-as-good”’ 
feed at a lower price. 


Nine leading poultry journals are 
telling the story of Chapin Kernels 
every month — urging poultrymen 
to your feed-store man.” 
It will pay you to secure the ex- 
clusive sale of Chapin Kernels in 
your territory. 
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pression has gone out that the exten- 
sion forces have in some way sold out 
to them. The college conference board 
which passes on the rations put out by 
the cooperatives has helped to strength- 
en the impression, but even this tie-up, 
close as it is, is within the realm of pro- 
priety and constitutes a service which 
many dealers could procure if they so 
desired. In fact many dealers who do 
a considerable mixing business, do fol- 
low this board. 


The point we are trying to make is 
this. Contained in the extension service 
and in the many other agencies which 
are working for a more prosperous and 
profitable agriculture, is a huge un- 
tapped reservoir of service which is 
available to the dealer in any commod- 
ity used principally by farmers. He has 
a perfect right to use this service and 
these agencies in any legitimate way for 
the furtherance of his own business. It 
is his tax money that helps to support 
riany of them and his government is 
spending millions in the aggregate to 
maintain them. Their clients are his 
customers. They educate the customer 
to use what the dealer has to supply. 
Is there any reason why there should 
not be the closest kind of harmony and 
cooperation between the two? 


It is time for the feed dealer, and the 
manufacturer back of him, to quit wor- 
rying over the way the county agent 
and the college is working with the co- 
operative grain sellers and to start a 
little cooperating with the college and 
the county agent themselves. Not only 
should this be done as a matter of pol- 
icy and for psychological effect, but be- 
cause it is sound business to do so. 
What use is there for any dealer to 
oppose the mighty forces which the col- 
leges represent. Their word is usually 
law and gospel to the farmer and if the 
county agent says that a cow should be 
receiving a certain ration that’s likely 
what she will get. If he recommends 
a certain fertilizer formula for potatoes 


or what not, that’s the formula for the 
dealer to sell. 


“swimming upstrcam if you can get to 


There is no sense in 


your destinat’on faster and easier by 
swimming with the current. 

Here and there are dealers who have 
discovered this secret. They work with 
the farmers and the farmers’ organiza- 
tions instead of complaining about them. 
Most of these dealers are successful and 
have been right along. They are the 
source to which the consumer naturally 
turns when in need of the commodities 
which they sell. By moving about in 
the community they keep posted on con- 
ditions and abreast of the times. Even 
credits are easier for them to handle, 
because of contact with the customer 
outside of business. 
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Eastern Federation 
Will Enjoy 
Interesting Program 
February 21, 22 


HE program for the annual mid- 
winter meeting of the Eastern 
Federation of Feed Merchants, 
to be held at Binghamton, N. Y., Feb- 
ruary 21 and 22, promises to be one of 
the most valuable and interesting in the 
history of the organization. Speaking 
will be brief and conferences on trade 
problems will give all delegates an op- 
portunity to ask and answer questions. 
Arlington Hotel Headquarters 
All of the meetings will be held in the 
Arlington hotel where headquarters will 
be maintained throughout the conven- 
tion. The feed men will begin to gather 
during the evening of February 20 and 
at 8:30 all members of the executive 
committee and board of directors will 
meet to consider issues to be discussed 
the following day. W. Sanford Van 
Derzee, Albany, N. Y., president, will 
have charge of the committee session. 


“All subjects which members desire to 
have discussed during the convention 
should be presented in writing to some 
member of the board of directors be- 
fore February; 20,” Mr. Van Derzee 
said. “In this way they can be given 
a regular place on the convention pro- 
gram if they are of sufficient interest to 
all of the retail feed dealers.” 


Registration Starts at 9 A. M. 


The registration desk will be opened 
at 9 o’clock in the morning, February 
21, and will be in charge of clerks fur- 
nished by the Binghamton Chamber of 
Commerce. Here the members will re- 
ceive an official badge, banquet tickets 
and a copy of the convention program. 


The business sessions will be held in 
the Spanish ballroom and will open at 
10 a. m. with President Van Derzee 
presiding. After brief reports by the of- 
ficers special committees for the con- 
vention will be appointed and an out- 
line of the future activities of the fed- 
eration will be given. 

Prof. V. B. Hart, New York State 
College of Agriculture, will give a re- 
sume of the farm inventory plan which 
has been in operation for two years. The 
feed merchants have given their assist- 
ance in interesting farmers in the plan 
and assisting them in completing the in- 
ventories. 


Professor Hart wiil tell the members 
how they may be of greater assistance 
to the farmers and why the farm inven- 
tory will aid the dealers. He has re- 
peatedly asserted that the inventory 
plan should make it easier for the deal- 
ers to adopt a cash pian or, at least, 
to greatly restrict their credits. With 
this in mind, Professor Hart will ex- 
plain. how the dealers, bankers and 
farmers should work together. 

Copies of the farm inventcry books 
will be available to the members and 
Professor Hart will answer questions 
on the subject of farm financing. 

After a brief adjournment for lunch, 
the afternoon session will open at 2 
p. m., when Dr. F. B. Morrison, New 
York State College of Agriculture, ex- 
pert on feeds and feeding, will give an 
address on “New Developments in 
Dairy Feeding’. He wiil discuss the 
place of vitamins and minerals in dairy 
rations and give sound advice on several 
ingredients which have fcund favor or 
are being considered seriously for dairy 
feeding. 

Morrison to Answer Questions 

There is probably no one in the East 
better qualified to discuss this subject 
than Dr. Morrison. He has made it 
his life study. The book “Feeds and 
Feeding”, cf which he was the co-au- 
thor, is recognized as authoritative 
throughout the United States. 

Following his address, Dr. Morrison 
will conduct a reund table discussion 
for retail dealers, at which he will 
answer feeding questions. Many re- 
tailers who are mixing their own ra- 
tions are particularly interested in this 
feature and questions are already being 
received by Secretary W. A. Stannard, 
Albany, N. Y. 

David K. Steenbergh, managing edi- 
tor of The Feed Bag, official publication 
of the federation, will give a talk on 
“Promotion Plans That Help to Build 
Business”. Mr. Steenbergh has gath- 
ered these workable ideas from all parts 
of the country and every one of them 
has proved profitable to other dealers. 
He suggests that members have a note- 
book and pencil ready to jot down sug- 
gestions that may be valuable in their 
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W. A. Stannard, hard-working secretary of 
the Eastern Federation, has arranged an ex- 
cellent program for Binghamton meeting. 


own business. 

Following his address Mr. Steenbergh 
will direct a “class” in advertising meth- 
ods and he has ruled, that admittance to 
the class must be the promise that at 
least one good advertising plan will be 
presented. 

Class in Advertising Methods 

“Almost every feed dealer has tried 
some advertising plan that has brought 
him business,” said Mr. Steenbergh. 
“That idea will be valuable to other 
dealers. If 100 dealers come together 
and each one presents the plan that has 
been most satisfactory to him I believe 
the convention will be well worthwhile 
for every eastern feed dealer.” 

The advertising “class” was first pro- 
posed by President Van Derzee. 

“Our business has shown a _ steady 
and satisfactory growth since the day 
we started to advertise regularly,” he 
said. “I believe that other dealers may 
have new advertising plans that I would 
like to use and I will gladly exchange 
ideas with them. The _ advertising 
“class” will give us the opportunity to 
spend an hour or two comparing notes 
under the skillful leadership of Mr. 
Steenbergh who is an advertising ex- 
pert.” 

Banquet Thursday Evening 

The banquet will be held at 7 p. m. in 
the spacious ballroom. The mayor of 
Binghamton has been invited to greet 
the dealers and a program of speaking 
and entertainment is being arranged bv 
Herbert J. Barndt, Reliance Feed & 
Grain Co., Binghamton. Mr. Barndt is 
a veteran at the job and has been in 
charge of the entertainment features for 
the mid-winter conventions for several 


seasons. 
(Continued on Page Thirty-six) 
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Why the Miracle Ace Is Better 


HAMMER MILL to make the most money for you should grind 100 pounds 
A of anything through the same size screen with less horse power than any other 

hammer mill. The Miracle Ace Hammer Mill because of its 4 points of superi- 
ority—Its cast in bloc, one piece rotor; its heavy corrugated tee head corrugated hammers 
weighing 42 ounces; its front and back corrugated plates and its heavy one piece mill 
housing forever preventing any side whip, vibration or heated bearings, are the things 
that give this mill double the capacity of most hammer mills on the market. 


There are other merits of this mill that you ought to look into—instead of afterwards 
being sorry. 


1 Our heavy steel deflector bar across the top of the 
* hammers make this mill absolutely safe. It has 
never and cannot, ‘‘explode’’ and injure workmen. 
It has never caused a fire. 


2 Many money losses are made every day in hammer 
* mill grinding because it is so much trouble to 
change screens in most hammer mills. Go to a 
Miracle Ace mill in operation and change a screen— 
you will do it in half a minute. Then, if you can get 
any other hammer mill agent to let you change 
screens on his mill, go and do likewise, then compare 
time and skinned knuckles. 


Don’t take anyone’s word, go and see these things 
for yourself. Then write for our new booklet ‘The 
Miracle Ace’’—we will be delighted tosend it to you. No- 5 Super Miracle Ace with 75 h. p. motor 


Miracle Sweet Feed System 


The greatest improvement ever made in feed milling is the 
MIRACLE COLD MOLASSES PROCESS. 


For the first time millers are able to have a molasses process that can be used both fora 
custom and a commercial feed mill. No heat and lesslabor. It has been in operation two 
years in parts of the country where it goes to 30 below zero. In operation in 25 states. It 
has many points of superiority over the old hot process—here are four of them. 


1 It will put 50% more molasses on feeds 
* without caking in the bags. 


2 It will put molasses on cotton seed, 
¢ linseed, peanut or any other greasy or 
oily meals—the hot process cannot do this. 


3 It does not require heat, so you have 
* not this expense or the loss from 
evaporation and boiling over. 


4 Tt will not ball up in the feed as the 
¢ hot process will do if the molasses is 
either too hot or too cold. 

The Simple Agitator of the Miracle Sweet Feed System 


Write for our booklet, “THE MIRACLE SWEET FEED SYSTEM.” It’s a money maker. 


THE ANGLO AMERICAN MILL 
270-300 Kennaday Ave. PANY owensboro, Kentucky 


The World’s Largest Builders of Grain Grinding Machinery 
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Mutual Millers Approve Cash Basis 
At Buffalo Convention 


Action Taken on Many Trade Problems; Two Day Sessions Well Attended 


Association Plans Expansion Into New Counties; 


UCH was accomplished for the 
M good of the feed trade of New 

York and Pennsylvania at the 
midwinter meeting of the Mutual Mill- 
ers & Feed Dealers association in Buf- 
falo, January 17 and 18. More than 60 
active members participated in the pro- 
gram, while the attendance of Buffalo 
millers and jobbers brought the total 
number well above 100. 

Important Business Transacted 

Highlights of the program were as 
follows: 

1. Sentiment of the dealers as ex- 
pressed at a session devoted to this 
topic was overwhelmingly in favor of a 
strictly cash or limited credit basis for 
doing business. 

2. Publication by state department 
of markets of estimated wholesale feed 
prices was condemned on the ground 
that such information is “misleading 
and inaccurate”. 

3. New York state’s special farm 
relief committee, just named by Gov. 
Franklin D. Roosevelt, was urged to 
look into the activities of the Grange 
League federation and other coopera- 
tive organizations to determine whether 
their activities do not tend at certain 
seasons to inflate unduly the prices of 
feeds and raw materials used by farm- 
ers, dairymen and poultry raisers. 

4. Protest was made against the pol- 
icy of demanding a $25 registration fee 
for mixed rations, whether they are sold 
in a restricted locality or on a state wide 
basis. 

5. Decision was reached to extend 
the area and scope of activities of the 
association, including new counties in 
Pennsylvania and seeking a gain of 50 
per cent in membership as the goal of 
1929. 

Emmons S. Dunbar, James H. Gray 
Milling Co., Little Valley, N. Y., presi- 
dent of the organization, cailed the con- 
vention to order after an informal lun- 
cheon January 17 and suggested the 
reading of minutes of the 1928 summer 
convention while the delegates awaited 
the arrival of Mayor Frank X. Schwab. 

Following Mayor Schwab’s talk, the 
convention immediately started a dis- 
cussion of cash and credit selling. Frank 
Young, Alden, N. Y., was the first speak- 
er. He said that he had started a 
strictly cash basis last September and 
has maintained it on a 100 per cent 


schedule since that time, making no ex- 
ceptions to the rule and no provision 
for delivery service. 

“We are entirely satisfied with the 
cash and carry plan,” declared Mr. 
Young. “It has passed the experiment 
stage, in our opinion, and we see no 
reason for' a return to the old order of 
things. We took care to explain to our 
trade, before putting the plan into oper- 
ation, why we were making the change. 
Most of them saw the wisdom of such 
a course at once. A few were disgrun- 
tled and stopped trading with us but 
most of them have already returned. In 
sales volume, profit and from other 
standpoints the system is working well.” 

The statement was made by Mr. 
Young that in the first three months of 
operating on a cash basis his firm had 
reduced its accounts receivable by up- 
wards of $5,000. 

Clarence Rapp, Rapp Bros., Darien 
Center, N. Y., spoke in similar vein. He 
declared his trade was now in better 
condition than ever before, that his cus- 
tomers were satisfied and’ that the plan 
had worked even better than he had 
hoped when it was adopted. 

Cash Basis Club Formed 

It was revealed by Mr. Rapp that a 
group of feed dealers in the section of 
New York state around Alden had 
formed a 100 per cent cash club and 
that every man participating in the or- 
ganization was more than satisfied with 
the plan. Other members of this club 
are A. P. Demuth, Darien Center; Gil- 
bert F. Ayers, Crittenden; A. R. Law- 
rence, Corfu; Godfrey Milling Co., At- 
tica; Rapp Bros. and Mr. Young. 

Later, the association went on record 
as favoring the establishment of similar 
local clubs in other localities, to pro- 
mote the mutual interests of members. 

M. L. Walldorff, Acme Milling Co., 
Olean, N. Y., who recently placed his 
business on a 35 day credit basis, spoke 
on limited credit. He said that while 
this experiment had worked well, he 
was inclined to favor the strictly cash 
basis as being an even more desirable 
one. Mr. Walldorff read a letter from 
Phelps & Sibley, Cuba, N. Y., in which 
they announced their departure from the 
old unlimited credit plan, taking their 
trade into their confidence and telling 
them what could be accomplished by 
the removal of this trade bogey. 
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Sponsors Local Clubs 


Brief discussion of the addresses of 
these speakers brought no adverse com- 
ment from the floor. 

The association then took up infor- 
mally matters of interest to the feed 
dealers of the Buffalo area. There was 
frank expression from several members 
that the New York state department of 
farms and markets is unfair in demand- 
ing a $25 registration fee for mixed ra- 
tions from millers or dealers who may 
supply only a very limited area, while 
at the same time charging the same fee 
from big mills operating on a statewide 
basis. Secretary J. D. Ditzler, Ames- 
Burns Co., Jamestown, N. Y. Mr. 
Young and M. E. Mattison, J. H. Gray 
Milling Co., Cattaraugus, N. Y., were 
appointed a committee to draw up a res- 
olution of protest and forward it to the 
department for its consideration, with 
a request for revision of the fee schedule 
so that it will be on an equitable basis. 

Several bulletins of the extension de- 
partment of the New York state agri- 
cultural college were presented to show 
that they contained errors with respect 
to the estimated wholesale feed prices. 
It was said these bulletins do not reach 
the farmers until about 30 days after 
the information contained therein is 
compiled. Meantime feed values may 
have changed appreciably, with the re- 
sult that when the consumer gets his 
bulletin, the information in it may be 
worthless from a current market stand- 
point. 
State Quotation Opposed 

Resolutions were adopted declaring 
the bulletins in their present form are 
“misleading and inaccurate” and a sus- 
pension of the reference to wholesale 
feed prices was asked. This resolution 
was sent to the state authorities. 

Similar action was taken with respect 
to the activities of the Grange League 
federation and other cooperative organ- 
izations in the East which deal in feeds. 
The opinion was expressed that the pur- 
chasing policies of the federation tend 
to advance the prices of many raw ma- 
terials used on farms and in dairies and 
that in the long run these organizations 
have a harmful rather than a beneficial 
effect upon the residents of agricultural 
regions. The executive committee of 
the association was directed to put its 
views in writing and to present them to 
Henry Morgenthau, Jr., Poughkeepsie, 
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Why the Miracle Ace Is Better 


HAMMER MILL to make the most money for you should grind 100 pounds 
A of anything through the same size screen with less horse power than any other 

hammer mill. The Miracle Ace Hammer Mill because of its 4 points of superi- 
ority—lIts cast in bloc, one piece rotor; its heavy corrugated tee head corrugated hammers 
weighing 42 ounces; its front and back corrugated plates and its heavy one piece mill 
housing forever preventing any side whip, vibration or heated bearings, are the things 
that give this mill double the capacity of most hammer mills on the market. 


There are other merits of this mill that you ought to look into—instead of afterwards 
being sorry. 


1 Our heavy steel deflector bar acrossthe top of the 
* hammers make this mill absolutely safe. It has 
never and cannot, ‘‘explode’’ and injure workmen. 
It has never caused a fire. 


2 Many money losses are made every day in hammer 
* mill grinding because it is so much trouble to 
change screens in most hammer mills. Go to a 
Miracle Ace mill in operation and change a screen— 
you will do it in half a minute. Then, if you can get 
any other hammer mill agent to let you change 
screens on his mill, go and do likewise, then compare 
time and skinned knuckles. 


Don’t take anyone’s word, go and see these things 
for yourself. Then write for our new booklet ‘The 
Miracle Ace’’—we will be delighted to send it to you. No. 5 Super Miracle Ace with 75 h. p. motor 


Miracle Sweet Feed System 


The greatest improvement ever made in feed milling is the 
MIRACLE COLD MOLASSES PROCESS. 


For the first time millers are able to have a molasses process that can be used both for a 
custom and a commercial feed mill. No heat and lesslabor. It has been in operation two 
years in parts of the country where it goes to 30 below zero. In operation in 25 states. It 
has many points of superiority over the old hot process—here are four of them. 


1 It will put 50% more molasses on feeds 
* without caking in the bags. 


2 It will put molasses on cotton seed, 
¢ linseed, peanut or any other greasy or 
oily meals—the hot process cannot do this. 


3 It does not require heat, so you have 
* not this expense or the loss from 
evaporation and boiling over. 


4. Tt will not ball up in the feed as the 
* hot process will do if the molasses is 
either too hot or too cold. 

The Simple Agitator of the Miracle Sweet Feed System 


Write for our booklet, “THE MIRACLE SWEET FEED SYSTEM.” It’s a money maker. 


THE ANGLO AMERICAN MILL 
270-300 Kennaday Ave. (CC)M PANY owensboro, Kentucky 


The World’s Largest Builders of Grain Grinding Machinery 
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Mutual Millers Approve Cash Basis 


At Buffalo Convention 
Action Taken on Many Trade Problems; Two Day Sessions Well Attended 


Association Plans Expansion Into New Counties; 


UCH was accomplished for the 
M good of the feed trade of New 

York and Pennsylvania at the 
midwinter meeting of the Mutual Mill- 
ers & Feed Dealers association in Buf- 
falo, January 17 and 18. More than 60 
active members participated in the pro- 
gram, while the attendance of Buffalo 
millers and jobbers brought the total 
number well above 100. 

Important Business Transacted 

Highlights of the program were as 
follows: 

1. Sentiment of the dealers as ex- 
pressed at a session devoted to this 
topic was overwhelmingly in favor of a 
strictly cash or limited credit basis for 
doing business. 

2. Publication by state department 
of markets of estimated wholesale feed 
prices was condemned on the ground 
that such information is “misleading 
and inaccurate”. 

3. New York state’s special farm 
relief committee, just named by Gov. 
Franklin D. Roosevelt, was urged to 
look into the activities of the Grange 
League federation and other coopera- 
tive organizations to determine whether 
their activities do not tend at certain 
seasons to inflate unduly the prices of 
feeds and raw materials used by farm- 
ers, dairymen and poultry raisers. 

4. Protest was made against the pol- 
icy of demanding a $25 registration fee 
for mixed rations, whether they are sold 
in a restricted locality or on a state wide 
basis. 

5. Decision was reached to extend 
the area and scope of activities of the 
association, including new counties in 
Pennsylvania and seeking a gain of 50 
per cent in membership as the goal of 
1929. 

Emmons S. Dunbar, James H. Gray 
Milling Co., Little Valley, N. Y., presi- 
dent of the organization, called the con- 
vention to order after an informal lun- 
cheon January 17 and suggested the 
reading of minutes of the 1928 summer 
convention while the delegates awaited 
the arrival of Mayor Frank X. Schwab. 

Following Mayor Schwab’s talk, the 
convention immediately started a dis- 
cussion of cash and credit selling. Franix 
Young, Alden, N. Y., was the first speak- 
er. He said that he had started a 
strictly cash basis last September and 
has maintained it on a 100 per cent 


schedule since that time, making no ex- 
ceptions to the rule and no provision 
for delivery service. 

“We are entirely satisfied with the 
cash and carry plan,” declared Mr. 
Young. “It has passed the experiment 
stage, in our opinion, and we see no 
reason for' a return to the old order of 
things. We took care to explain to our 
trade, before putting the plan into oper- 
ation, why we were making the change. 
Most of them saw the wisdom of such 
a course at once. A few were disgrun- 
tled and stopped trading with us but 
most of them have already returned. In 
sales volume, profit and from other 
standpoints the system is working well.” 

The statement was made by Mr. 
Young that in the first three months of 
operating on a cash basis his firm had 
reduced its accounts receivable by up- 
wards of $5,000. 

Clarence Rapp, Rapp Bros., Darien 
Center, N. Y., spoke in similar vein. He 
declared his trade was now in better 
condition than ever before, that his cus- 
tomers were satisfied and’ that the plan 
had worked even better than he had 
hoped when it was adopted. 

Cash Basis Club Formed 

It was revealed by Mr. Rapp that a 
group of feed dealers in the section of 
New York state around Alden had 
formed a 100 per cent cash club and 
that every man participating in the or- 
ganization was more than satisfied with 
the plan. Other members of this club 
are A. P. Demuth, Darien Center; Gil- 
bert F. Ayers, Crittenden; A. R. Law- 
rence, Corfu; Godfrey Milling Co., At- 
tica; Rapp Bros. and Mr. Young. 

Later, the association went on record 
as favoring the establishment of similar 
local clubs in other localities, to pro- 
mote the mutual interests of members. 

M. L. Walldorff, Acme Milling Co., 
Olean, N. Y., who recently placed his 
business on a 35 day credit basis, spoke 
on limited credit. He said that while 
this experiment had worked well, he 
was inclined to favor the strictly cash 
basis as being an even more desirable 
one. Mr. Walldorff read a letter from 
Phelps & Sibley, Cuba, N. Y., in which 
they announced their departure from the 
old unlimited credit plan, taking their 
trade into their confidence and telling 
them what could be accomplished by 
the removal of this trade bogey. 
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Sponsors Local Clubs 


Brief discussion of the addresses of 
these speakers brought no adverse com- 
ment from the floor. 

The association then took up infor- 
mally matters of interest to the feed 
dealers of the Buffalo area. There was 
frank expression from several members 
that the New York state department of 
farms and markets is unfair in demand- 
ing a $25 registration fee for mixed ra- 
tions from millers or dealers who may 
supply only a very limited area, while 
at the same time charging the same fee 
from big mills operating on a statewide 
basis. Secretary J. D. Ditzler, Ames- 
Burns Co., Jamestown, N. Y. Mr. 
Young and M. E. Mattison, J. H. Gray 
Milling Co., Cattaraugus, N. Y., were 
appointed a committee to draw up a res- 
olution of protest and forward it to the 
department for its consideration, with 
a request for revision of the fee schedule 
so that it will be on an equitable basis. 

Several bulletins of the extension de- 
partment of the New York state agri- 
cultural college were presented to show 
that they contained errors with respect 
to the estimated wholesale feed prices. 
It was said these bulletins do not reach 
the farmers until about 30 days after 
the information contained therein is 
compiled. Meantime feed values may 
have changed appreciably, with the re- 
sult that when the consumer gets his 
bulletin, the information in it may be 
worthless from a current market stand- 
point. 

State Quotation Opposed 

Resolutions were adopted declaring 
the bulletins in their present form are 
“misleading and inaccurate” and a sus- 
pension of the reference to wholesale 
feed prices was asked. This resolution 
was sent to the state authorities. 

Similar action was taken with respect 
to the activities of the Grange League 
federation and other cooperative organ- 
izations in the East which deal in feeds. 
The opinion was expressed that the pur- 
chasing policies of the federation tend 
to advance the prices of many raw ma- 
terials used on farms and in dairies and 
that in the long run these organizations 
have a harmful rather than a beneficial 
effect upon the residents of agricultural 
regions. The executive committee of 
the association was directed to put its 
views in writing and to present them to 
Henry Morgenthau, Jr., Poughkeepsie, 
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recently appointed chairman of the spe- 
cial committee named by Gov. Franklin 
D. Roosevelt to study farm relief. <A 
copy of the letter will be sent to Senator 
Leigh Kirkland who is a member of the 
committee. 
Would Investigate Cooperatives 

The letter, while not as yet drafted, 
will suggest that the committee make 
thorough inquiry into the matter to de- 
termine the real effect of cooperative 
feed buying on the ultimate consumer. 

Following this the question of instal- 
lation of machinery for mixing molasses 
feed was discussed informally, several 
members giving their views. 

Adjournment was taken after three 


hours of discussion that all found most 
helpful. At 6:30 the delegates reas- 
sembled in the main dining room of the 
Hotel Buffalo for a “speechless” dinner, 
which developed into one of the utmost 
socialability, with many of the big Buf- 
falo mill executives in attendance. From 
the banquet hall the entire membership 
went to the theater where many wise 
cracks about the “big feed men” from 
the stage enlivened a program that 
moved briskly. 
Dr. C. E. Ladd is Speaker 

Assembly the following morning was 
promptly at 9 o'clock, President Dun- 
bar continuing his admirable custom of 
adhering to schedule and wasting not 


INTERNATIONAL 


Health Turkey Rations 


W hat it means to dealers 


International Dealers are making money on the 
complete line of scientifically balanced Interna- 
tional feeds for all farm animals and poultry. If 
you are interested in doing a bigger feed busi- 
ness, write for our dealer plan. 


INTERNATIONAL 


Health Poultry Mashes_ 


INTERNATIONAL SUGAR FEED CO., MINNEAPOLIS---MEMPHIS 
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a moment of time. The president an- 
nounced the appointment of E. E. God- 
frey, E. E. Godfrey & Co., East Aurora, 
N. Y.; E. B. Houghton, Rich-Houghton 
Milling Co., Cattaraugus, N. Y., and 
Walter C. Ehman, West Valley Milling 
Co., West Valley, N. Y., to seek a re- 
duction from $25 to $10 for mixed ration 
producers operating in limited territory. 

Dr. C. E. Ladd, director of the New 
York state farm bureau, Ithaca, was the 
first speaker of the Friday morning ses- 
sion. He told of the work this organi- 
zation is doing to co-operate with the 
farmers. Dr. Ladd outlined plans for 
the farmers’ week program to be con- 
ducted at Cornell university during the 
week of February 11. Two days of that 
week will be of special interest to feed 
dealers, February 11 and 12, Dr. Ladd 
said, as the proper use of seeds and fer- 
tilizers is to be discussed on the first 
day and feeds on the second day. He 
urged the dealers to attend the ses- 
sions of these two days, many indicat- 
ing that they would do so. 


Dealers Asked to Help 

Dr. Ladd asked the dealers to help 
the state department in its efforts to get 
all farmers and dairymen to fill out the 
inventory blanks which are being dis- 
tributed for that purpose. To date more 
than 30,000 of these blanks have been 
filled in, he pointed out. 

Report was made that the feed deal- 
ers in Mercer county, Pennsylvania, 
have organized a club, while those of 
Erie and Crawford counties in the same 
state have done likewise. President Dun- 
bar reported the association, of which 
he is head, now has close to 100 active 
members, a gain of 50 per cent in one 
year. His proposal to increase this to- 
tal to at least 150 in 1929 was heartily 
endorsed, it being decided to seek new 
members in both New York and Penn- 
sylvania in the territory now covered by 
the mutual and to extend the region of 
its activities this year. 

The question of a midsummer meet- 
ing was discussed, the suggestion being 
made that it be held in Conneaut Lake, 
Pennsylvania. Final decision was left 
to the executive committee. President 
Dunbar reported the association treas- 
ury to be in satisfactory condition. He 
was commended for his thoroughness in 
planning the Buffalo convention. A 
rising vote of thanks was given in ex- 
pression of the members’ appreciation 
of the fine service being performed by 
Secretary Ditzler. 

W. K. Bradbury, Niagara Falls Power 
Co., Niagara Falls, N. Y., completed the 
list of speakers, outlining the plan 
whereby it is proposed to develop three 
times the amount of current now being 
generated at the falls and at the same 
time improving its scenic beauty. 
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Future Feed Sales Are Developed 
By Selling Baby Chicks 


Dealers Should Take Advantage of Agency Offers Made by Hatcheries 
Promotion of Poultry Flocks Eventually Repaid by Increased Trade 


dealers to become sales agencies 

and distributors of their chicks. 

Their propositions are worth consider- 

ing, for they create a new opportunity 

to develop increased poultry feed sales. 
Dealer Good Agent 

The hatcheries recognize a dealer as 
an ideal agent because of his continual 
contact with farmers and the facilities 
which he has for handling chicks. They 
have also learned that customers would 
rather do business with one whom they 
know personally than to purchase by 
the mail order ‘method from distant 
firms. substantial commission that 
rewards the dealer for his agency work 
is usually paid by the hatcheries, but 
this is not the main objective. The 
greatest compensation is in future busi- 
ness. 

The chicks that the dealer encour- 
ages his customers to purchase will soon 
develop into hungry, growing hens. 
More feeds will move from the dealer’s 
store, if he uses his sales ability. 

Although a flock of 100 chicks may 
seem insignificant a few figures will re- 
veal their importance. 

Figuring Your Profit 

The average feed dealer’s territory in- 
cludes about 64 square miles and con- 
tains approximately 384 farms. At least 
20 per cent cf the customers will buy 
chicks from the dealer if he solicits 
their orders. The average purchase is 
about 150 chicks and 100 survive to 
become productive hens. 

During the first six weeks, according 
to records of a well-known feed manu- 
facturer, the chicks will eat 200 pounds 
of starting mash and 100 pounds of 
scratch feed. From the sixth to the 
20th week they will consume 1,200 
pounds of the same ration and during 
the remainder of the year it will take 
3,600 pounds of feed to keep them in 
good condition, and at the end of two 
years the total will exceed 8.700 pounds. 

Therefore, each flock cf 100 chicks 
sold through the feed dealer’s agency 
creates an opportunity to obtain 6% 
tons of new feed business within two 
years. Taking 20 per cent of the 384 
prospects in the average territory, you 
can figure your own profits. 

Development of new business by sell- 
ings chicks is not an untried plan. Sev- 


itestes to are soliciting feed 


eral dealers today are making regular 


profits and continually building for fu- 
ture sales by promoting poultry raising 
among their customers. 
Theune Bros. Experience 

Theune Bros., Oostburg, Wis., operate 
a hatchery in the basement of their feed 
store. They delivered 60,000 chicks last 
year, a majority of them to farmers in 
their trade territory, and more than 10 
carloads of poultry feeds were sold. 

“A farmer who buys chicks from us 
seldom leaves the store without inquir- 
ing about feeds and buying them,” said 
Peter Theune. 

Many rural folks near Oostburg make 
a profit raising eggs for Theune Bros. 
hatchery at a price from 5 to 10 cents a 
dozen above the regular market. A 
special poultry expert is engaged by the 
firm to give free feeding and culling 
service to customers. The cost of the 
man’s salary is repaid tenfold by new 
business. 

One Dealer Sells 250,000 

The chick selling plan has worked 
successfully in the city for J. B. Held 
& Sons, Milwaukee. They have created 
a large volume of business by encour- 
aging back-yard poultry raising. Their 
sales average 250,000 chicks each year. 


Another dealer purchases day 


chicks from hatcheries, raises them and 
sells the pullets to customers. When 
the hens are delivered to the farms a 


supply of feeds, suggested by this deal- 
er, is usually sold with them. 

Gust: Nietmann, Sullivan, Wis., has 
built poultry houses a short distance 
from his warehouse and experiments 
with feeds that he is selling to his cus- 
tomers. The results are made public 
and patrons are welcome to visit the 
yards to observe with their own eyes 
that it pays to buy Nietmann’s line of 
feeds. The system was successful from 
the beginning and is bringing in new 
business continually. 

Get Started This Month 

Making arrangements with a hatchery 
to serve as its agency should be easy. 
Spring is near and now is the time to 
make plans. A personal call or a let- 
ter to your neighboring hatchery should 
bring you the job. 

Selling chicks will also provide con- 
tact for other sales. Poultrymen need 
brooders, feeding troughs, trap nests, 
and a wide miscellany of equipment. By 
carrying these items a dealer can de- 
velop a profitable sideline. Customers 
attracted to the store by the chick dis- 
plays are also often good prospects for 
dairy’ and hog feeds and a sales talk 
will usually result in sales of these 
products. 

The chick agency proposition is worth 
considering. It starts a profitable busi- 
ness cycle. 


Prosperous Year Predicted 
For Poultry Business 


able year in the poultry business 
during 1929. 

The total number of chickens raised 
on farms in 1928 was 10 per cent less 
than in 1927, according to the United 
States Department.of Agriculture. This 
means a smaller source of supply for a 
continually increasing population. De- 
mand will be good for both meat and 
eggs and higher prices for the poultry- 
men are bound to result. 

Prosperity for the man who raises 
chickens will attract more farmers into 
the field and will create a bigger mar- 
ket for the feed dealer. 

Feed prices, which have been unusual- 
ly high during the past year, show 
promise of a reduction which will also 


Pia. dealers may expect a profit- 
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furnish an added attraction for the poul- 
tryman to buy in larger volume. 

Diseases which have handicapped the 
poultry industry in the past are dimin- 
ishing as the men interested in the field 
learn how to combat them. 

Prof. A. W. Richardson, formerly of 
the state agricultural college of New 
Hampshire, is confident of a prosperous 
year for the poultrymen. 

“If the poultry population of the 
United States does not materially in- 
crease, then it seems we must look for- 
ward to a better demand and naturally, 
higher prices,” he reports. “The human 
population of the United States in- 
creases 2,500,000 people annually and 
if the normal per capita consumption of 
eggs and other poultry products remain 
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SELL MORE FEED 


By Selling Pride o’ Wisconsin 
DAY OLD PULLETS—DAY OLD CHICKS 


Now represented by more than 100 Wisconsin 
distributors, mostly feed dealers. We make a 
100% sex guarantee and guarantee 100% live 
delivery. Learn how other feed dealers have 
doubled their feed sales through this plan ! 


WRITE FOR FURTHER INFORMATION 


WISCONSIN HATCHERY, Inc., MADISON, WIS. 


WISCONSIN’S LARGEST HATCHERY 


White Swan Flour 


The standard 
that others 
strive to reach 


Springfield Milling, Co. 


SPRINGFIELD MINNESOTA 


HOME OF | 


BADGER BRAND SEEDS 
1865 ~ 1929 


L. TEWELES SEED CO. 


MILWAUKEE, WIS. 
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the same, then we will be approaching 
more nearly a shortage and certainly we 
will not be approaching anything like 
overproduction.” 

There are 30,000,000 less hens in the 
United States today than a year ago, 
according to Professor Richardson. 

Every feed dealer should heed this 
poultry business forecast and ask him- 
self several questions: 

“Have I the equipment and the proper 
system to get the most sales possible 
out of my territory? 

“What am I doing to encourage my 
customers to raise more poultry? 

“Do I understand feeds and feeding 
methods well enough to give my cus- 
tomers advice that will produce profits 
for them? 

“Is my store stocked with feeds and 
supplies that will give it the reputation 
of a ‘headquarters for poultrymen.’ ” 


Would Make Transferrers 
Preferred Creditors 


A bill requiring transferrers of nego- 
tiable instruments to be preferred credi- 
tors of national banks has been intro- 
duced in congress. 

Feed dealers who believe the enact- 
ment of the law would benefit the feed 
industry should communicate with their 
congressmen and senators and request 
their support. 

The bill reads as follows: 

“Be it enacted by the senate and house 
of representatives of the United States 
of America in Congress assembled, that 
upon the appointment of a receiver of 
any national bank the transferrer of a 
negotiable instrument transferred to 
such bank for collection shall be a pre- 
ferred creditor in the amount of the 
liability of such bank, if such negoti- 
able instrument (1) is drawn against the 
delivery of an accompanying document 
of title relating to real or personal pro- 
perty (2) has been transferred to such 
bank after the enactment of this act (3) 
has been collected either in whole or 
part, by such bank. The provisions of 
this act shall not apply to any case 
where the transferrer is a depositor in 
the bank and the proceeds of collection 
have been credited by the bank to his 
account.” 


LEROY S. CHURCHILL, presideitt 
and founder of the Churchill Grain & 
Seed Co., Buffalo, and vice-president of 
the Syracuse (N. Y.) Milling Co., died 
January 22 at his home in Buffalo at the 
age of 72 years. 


BELL RIVER FLOUR & FEED 
MILL, Marine City, Mich., owned by 
G. E. Woolfe, was destroyed by fire re- 
cently with an estimated loss of $16,000. 
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Systematic Display of Seed Stock 


Helps to Increase Sales 


Suggestion of Rye as Replant Crop Sold 3,000 Bushels for One Dealer 
Read These Articles for Other Practical Ideas to Build Up Your Trade 


HE manager of a feed store in a 

i middle western town has de- 

veloped a brisk trade in field 
seeds. He attributes his success to sys- 
tematic display of the stock and to 
keeping in close touch with farmers so 
he can anticipate their needs. This 
dealer displays seed samples in trays 
which are arranged in a row upon a 
long counter conveniently located near 
the center of the store. Prospective cus- 
tomers are encouraged to inspect the 
seeds, and select a suitable assortment 
for their farms or gardens. 

Display Helps Seed Sales 

This display method is preferable to 
keeping sacks of field seeds in out of 
the way places and trusting to luck that 
prospective customers will know what 
they want and make their requirements 
known. When a farmer stops and in- 
spects samples, it’s a safe bet that he 
is interested in quality seeds. Then 
through questions and suggestions, the 
salesman gets acquainted with the pros- 
pect’s requirements and assists him in 
selecting the varieties best adapted for 
his particular farm. 

Another method used by this dealer 
for selling seeds is to make a point of 
featuring suitable varieties for replant- 
ing purposes. Floods, unseasonable dry 
spells, hail, insects, etc., often ruin the 
stand of corn, cow peas, soy beans, sor- 
ghum crops, etc. It’s up to the harassed 
farmers to replant as quickly as pos- 


sible, and they take their “orders to the 


dealer who features a liberal assort- 
ment of early-maturing varieties which 
are likely to make a good crop even 
when planted late in the season. 


Creates Increased Business 


Another feed store operator says that 
scarcely a year passes without offering 
the opportunity to increase the sale of 
field seeds. As an example, when a hot, 
dry summer prematurely, withered pas- 
tures in his territory, he sold about 3,000 
bushels of rye to farmers who wanted 
a heavy producing crop for autumn and 
spring pasture. He discussed the 
“short pasture” situation with farmers, 
and recommended rye as one of the 
best “catch crops” for pasturing milk 
cows, stock cattle, etc. His practical 
advice, and timely suggestions won or- 
ders from many farmers who hadn't 
thought of planting rye for pasture. 


VENING street traffic will give 
Bie feed store window more atten- 
tion than any other if this “flash- 
er” sign idea is put to work. The win- 
dow is dark except for the “flasher” 


This Flasher is Easy to Make 


signs. One to four and even more can 
be used, depending on size of window. 
The effect, as the passer takes things in, 
is the flashing of several colors, first of 
one, then another, from various portions 
of the window. Words are spelled with 
letters in a variety of colors. 

One sign may announce a “leader” 
for the current week while a second 
states that terms are strictly cash, to 
big. and little buyers alike. A third 
gives another live piece of merchandis- 
ing news. 

The size of the “flasher” signs may 
be varied—as big or little as desired. 
One store using the idea took pieces of 
cardboard and cut circular pieces 18” 
in diameter. A message was lettered 
in outline on each of these and the let- 
ters cut out with a sharp pen-knife. 
Transparent sections of tissue paper 
were pasted over the letters. Usually a 
single word, or line, was given one color 
of tissue paper, the next word or line 
another color. As many colors could be 
used for the single sign as desired. 

The next step was to make a cone 
for each of these circular signs, the 
large end of which matched the size 
of the sign. The cone was constructed 
by taking a circular piece of flexible 
cardboard, cutting a small hole at the 
center, making a straight slit from cen- 
ter to outside circumference and fold- 
ing the cardboard over on itself. When 
a large end circumference of the size 
needed is secured the two sections of 
the cardboard are fastened to each other. 

“Flashers”, devices for flashing cur- 
rent on and off, are inexpensive. A 
light bulb and cord, with flasher, was 
inserted in each of the cones as sign 
and cone were put together. An ar- 
rangement of the signs at different 
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DEALER who had established 
A a new feed store was disap- 

pointed with the trade which 
came his way. Several general mer- 
chants were selling feed and a local 
hardware firm had an established trade 
in farm seeds. The owner of the new 
feed store knew he had a quality stock 
and that his prices were reasonable. 
His problem was to induce farmers to 
give his feeds and his service facilities 
a trial. 


Feeds for Produce 


He found that many local farmers 
were in the habit of exchanging eggs 
and poultry for feeds, as the general 
merchants paid higher prices for eggs 
and poultry “in trade” than were of- 
fered by local produce firms buying for 
cash. 

The new dealer didn’t have the time 
or the floor space for operating a pro- 
duce department, so he arranged with 
a local produce buyer to handle eggs 
and poultry for farmers who were in 
the market for feeds or seeds. He in- 
structed the produce buyer to issue 
credit slips which would be honored 


the same as cash at the feed store and 


to meet the produce prices offered by 
the general merchants. 
Cooperative Plan Successful 

The farmers soon heard of this plan 
and began buying dairy feed, poultry 
feed, calf meal, mill feed, etc., at the 
feed store. A few months later, the 
dealer had a “rushing” business. A 
good many of his customers now pay 
cash for their purchases but several of 
his most profitable patrons try to pay 
for most everything they buy with pro- 
duce. This dealer finds it advisable to 
be ready to grasp good, workable ideas 
for boosting sales, and to offer farmers 
special inducements to make his store 
their headquarters for feeds and asso- 
ciated lines. 


points in the window to give special at- 
tractiveness completed the idea. 

It is possible to prepare these “flasher 
signs” so attractively that they can be 
left in the window for day use. 


A. M. ASH, Hadley Mills, Hadley, 
Pa., has purchased a molasses attach- 
ment for his vertical mixer. 
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DISINFECTANT 
STERILIZER 


GENERAL LABORATORIES 


A source of extra profit 
for feed dealers 


A fast, year ’round seller, B-K is being stocked by 
feed dealers everywhere. B-K is known and used 
by a majority of farmers for the prevention and 
control of diseases of their stock and poultry. Un- 
doubtedly you have been asked for B-K many 
times. Why not start making extra profits now! 


Backed By A Comprehensive 
Advertising Program 


For nearly 20 years B-K has been advertised in national, 
sectional, and state agricultural papers, in poultry and 
dairy papers. In 1929 the most extensive publicity 
campaign ever used will make B-K sales automatic. 
Complete merchandising cooperation is assured. Dis- 
play material, printed literature, etc., furnished free of 
charge. Write us for details. 


GENERAL LABORATORIES 


674 DICKINSON STREET, MADISON, WISCONSIN 


Another fast seller—Udder Health, a sooth- 
ing, penetrating ointment to prevent and re- 
lieve garget, caked udders, sore, hard teats, 
etc. Send for dealers’ prices, etc. 
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In Your Store or at Farmer’s Door 


Where Should Sales Be Mader 


“More Profitable To Advertise and Bring 


Others Find Delivery 


N your store, or at the farmer’s door 

—where should you transact busi- 

ness to obtain the largest margin 
of profit in selling feeds. 

Many dealers have increased their 
sales and made more money by invest- 
ing in trucks and maintaining a delivery 
service through which they were able 
to maintain regular contact with their 
customers and solicit them in their own 
farmyards. They have made additional 
charges to cover hauling costs and have 
established lucrative trade routes 
through their territory to reach the 
largest number of prospective buyers. 
The Feed Bag has explained the suc- 
cess of several feed stores which operate 
a delivery system in articles appearing 
in recent issues. 

Advertising vs. Trucking 

One dealer who has read these ac- 
counts, maintains that spending the 
money, ordinarily used for delivering 
feeds, for advertising to bring the 
farmer into the store to do his buying 
is more profitable. 

“Five years ago,” he said, “I spent 
approximately $390 annually for upkeep 
and operation of two trucks to deliver 
feed to farmers. My advertising ex- 
penses were then $175 a year. 

“Last year I spent approximately $700 
for trucking expenses and $1,400 for ad- 
vertising and in spite of the fact that 
my advertising account was almost 
eight times larger and my delivery ex- 
pense less than twice as large, the net 
returns were by far more satisfactory. 

Believes Trucking Unprofitable 

“T have read in The Feed Bag at vari- 
ous times the experiences of dealers en- 
couraging truck service to the farmer 
and although I may be wrong, I do not 
believe it is the most profitable method. 
It is almost impossible to get an in- 
crease in the price of your feeds that 
will cover the cost of delivering them. 
Almost every dealer must make conces- 
sions at one time or another and ‘he is 
more prone to do it when a farmer 
wants a large lot of six or seven tons 
of feed delivered to his barn. That’s 
the time it costs the dealer more and 
when he should not make the conces- 
sion. 

“T prefer to have a customer come 
into the store rather than to talk to him 
on his own farm. When he is at my 
-warehouse he sees other products and 


Them 
What 


asks questions about them. ‘What's 
this?’ he might inquire, pointing to a 
sack of dried buttermilk or a new poul- 
try feed. Then I have a chance to ex- 
plain it to him and get him interested. 
I have made many sales like this. 
Mails Price Lists Monthly 

“Ten years ago,” he said, “I thought 
direct mail advertising was the bunk but 
in the past five years I have been send- 
ing out price lists and printed circulars 
to the farmers at least once a month 
and they are now coming to my store 
instead of. waiting for me to come to 
their doors with my trucks.” 

This dealer has operated on a cash 
basis for five years and it has proved 
so satisfactory that he will never go 
back to credit again. The new policy 
has also helped to boost his profits. 

“T have iound,” he said, “that since 
I started on a cash basis my total ex- 
pense is only 8 per cent of my gross 
sales and my net profit is equal to 


Service Successful; 


In,” Says One Dealer 
Is Your Experience? 


about 4 per cent of the sales. I 
have never been able to equal these 
figures under the credit system. 

“Under a cash basis I am working 
with my own money. I don’t have to 
do business by paying interest on money 
that I am compelled to borrow from 
the bank, while I receive no interest 
from the money that is outstanding. No 
matter how you figure it costs at least 
10 per cent more to do business on 
credit than on a cash basis.” 

The Feed Bag is interested in publish- 
ing articles from its readers who have 
tried either or both plans of advertising 
and bringing the patron to the store or 
who bought several trucks, went out 
into the territory, obtained his business, 
and delivered the products to. the door. 
The question, “Which Is More Profit- 
able?”, should be solved, for in the feed 
business as in any other enterprise the 
best course to follow is the one which 
yields the most money. 


FIRE PREVENTION 


SMOKING-—This the second of a series of articles written especially 
for feed dealers by R. D. MacDaniel, manager service department, 
Grain Dealers National Mutual Fire Insurance Co. 


your plant except the office? We 
do not ask, “Are No Smoking post- 
“Is smoking 


lL smoking prohibited in all parts of 


ers displayed’’—we ask, 
prohibited?” 

The logical place to begin to prohibit 
this most serious of fire hazards is with 
the management—yourself. If you in- 
dulge promiscuously so will the help 
and the customers. One man we knew 
once told us that he himself smoked 
where he pleased but his employees did 
not. A few days later we stopped in 
again when he was not there and found 
the whole force smoking about their 
work. Be consistent about this; if you 
do not want smoking about the plant 
then set the example yourself. 

Impress your help with the serious- 
ness of smoking from their own stand- 
point. The most potent argument to 
them will be that a fire will put them 
out of a job. Nobody is invaluable and 
the man who insists upon smoking while 
on the job should be discharged. 

“T can take care of myself and my 


THE FEED BAG—FEBRUARY, 1929 


help all right,” said one dealer to us, 
“but many customers take offense when 
asked not to smoke.’ The careless 
smoker, be he the most gentlemanly 
person in the world, misses being an 
arsonist only by the variable element of 
luck and a lack of malicious intent—the 
possible results are the same. You would 
not hesitate to ask a man for even a 
small amount of money owed you—why 
feel any compunction in asking him to 
please not jeopardize the safety of you: 
plant? 


RICHARD ROBERTS, proprietor of 
the Waukesha Grain & Feed Co., Wau- 
kesha, Wis., left January 24 for the 
West on a cattle buying trip. 


BENTLEY DADMUN, the Dadmun 
Co., Whitewater, Wis., made a business 
trip to Chicago recently. 


POUND GRIST MILL, Pound, 
Wis., which Otto Koenig purchased 
from William Kenyon in December, 
was destroyed by fire recently. 
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Extra Profits on 
the Spring Demand 
for Poultry Mashes 


should be occupying your thoughts even 
at this somewhat early date. 


Extra profits can be realized by lowering 
your manufacturing costs. Manufactur- 
ing costs can be lowered by using 


Diamond Corn Gluten Meal 


as a part replacement for meat scraps. 
Diamond carries nearly as much protein 


and more total digestible nutrients than. 


- meat scraps, and costs only about 24 as 
much. The use of Diamond to replace 
100 or 200 lbs. of meat scraps in a ton 
of mash scarcely changes the analysis of 
the mash and does not impair its pro- 
ductiveness. For each 100 lbs. of Dia- 
mond, so used as a replacement, a saving 
of over $1 is effected in your cost of in- 
gredients.... What will this saving mean 
to you on a year’s tonnage? 


Good mash formulas will be supplied 
for the asking. Write: 


RATION SERVICE DEPT., 
CORN PRODUCTS REFINING CO. 


17 Battery Place, N. Y. City 


40% Protein 
Guaranteed 


Manufacturers, also, of 


BUFFALO CORN GLUTEN FEED 
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Pep up your Vitality 
at French Lick Springs 


Health Springs—Mineral Baths— 
Golf —Good Food — Sound Sleep 


OME to French Lick Springs, In- 
diana, and forget business for a 
week or two. A few days in the de- 
lightful foot hills of the Cumberlands, 
where ideal weather prevails even in 
mid-winter, will renew and replenish 
your store of vitality. There is no 
better tonic than the air breathed 
during vigorous days in the open and 
at night in the big, comfortable bed- 
rooms of the French Lick Springs 
Hotel. 


Pluto Water, America’s most famous 
laxative, bubbles right up from the 
ground from the spring at a door 
of the hotel and is served to guests 
in all rooms without any additional 
charge. It tones up your system 
washing away impurities with a 
gentle, natural yet thorough action. 
Take the rejuvenating mineral baths. 
Doctors are always in attendance. 


Two eighteen hole courses challenge 
all who are interested in golf. Hike 
or ride horseback along winding, 
wooded trails. Enjoy the unexcelled 
cuisine and service of one of America’s 
most famous hotels. 


Easily accessible 
from all points 
by rail—or motor CONVENTION 
over hard, paved 
roads. Ample 


garage accommo- American 
dations. 
Feed 
Writ ire fi 
| Manufacturers 
FRENCH LICK iati 
SPRINGS HOTEL Association 
COMPANY 
French Lick, 
JUNE 6-8, 1929 
**Home of Pluto 
Water” 


FRENCH LICK 
SPRINGS HOTEL 
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Eastern Federation Has Promoted 
Feed Trade for 13 Years 


Helped to Tide Retail Industry Over Depression Following War 
Business Stabilization, Benefits for All Aim of Future Plans. 


HE Eastern Federation of Feed 

Merchants has played an im- 

portant part in the retail feed 

trade of the eastern states for the past 
13 years. 

Several small groups of retail dealers 
have been organized and met at infre- 
quent intervals to discuss what appeared 
to be entirely local problems. Some of 
these had been very successful and their 
membership roles included all of the 
more progressive dealers in a county or 
group of nearby towns. 

Started During World War 

With the outbreak of war in 1914 and 
the upheaval that followed in the feed 
business it was soon apparent that the 
retail trade would seriously suffer un- 
less all of the smaller organizations were 
‘united. In 1915 the federation was 
launched with a membership including 
the retail dealers of New England, New 
York, New Jersey and Pennsylvania. 

George H. Strong, Warwick, N. Y., 
was elected the first president and Frank 
C. Jones, who owned a retail mill at 
Bullville, N. Y., was chosen secretary. 
Under their skillful leadership the or- 
ganization rapidly increased in numbers 
and influence until it was recognized as 
one of the foremost retail feed associa- 
tions in the United States. 

Cooperated With Government 

Secretary Jones was chosen by the 
federal government to sit on the food 
control board where he had a powerful 
influence in all matters that pertained to 
the distribution of feed during the hectic 
days of the war. To him and the fed- 
eration which he represented, much of 
the prosperity of the war period can be 
attributed. The retail dealers were 
quick to realize this and rallied to sup- 
port the organization. 

“It is a strange thing,” President 
Strong would often say, “that it takes 
a war or some serious situation to make 
the average man realize the importance 
of his associations. Until his pocket 
book is actually affected he is prone to 
sit back and leave the commonplace 
tasks to a few loyal members and of- 
ficers. When a catastrophe impends he 
will rush to the association and cry for 
help.” 

Helped Dealers After War 

In the period of deflation following 
the war, when contracts were broken 
and terrific losses were sustained by the 


retail trade, the organization again dem- 
onstrated its effectiveness. Thousands 
of dollars were secured for the mem- 
bers, some of it being collected a year 
or more after the full effect of the de- 
flation was spent. 

“T now the value of the federation,” 
one dealer reported at a convention last 
year. “I had a small retail plant and 
suffered with the rest. One day I re- 
ceived a check for more than $400 from 
the federation. That will pay my dues 
for 20 years. All my neighbor dealers 
also received checks and I was amazed 
to find that some of them did not renew 
their memberships because they thought 
the trouble was over.” 

Only Three Presidents 

Reeve Harden, Hamburg, N. J., was 
elected president to succeed Mr. Strong 
and he was re-elected until he finally 
refused to allow his name to be placed 
in nomination when W. Sanford Van 
Derzee, Albany, N. Y., the present 
incumbent, was chosen. 

Mr. Jones served as secretary until 
his sudden death in 1925. He was 
known throughout the United States for 
his efficient administration of the organi- 
zation’s affairs. 

W. A. Stannard, Albany, N. Y., con- 
nected with the Grain Dealers Mutual 
Fire Insurance Co., was acquainted with 
the eastern retail trade and an intimate 
friend of the late secretary. He was fa- 
miliar with the requirements of the or- 
ganization because of his contacts with 
Mr. Jones and so was asked to serve as 
acting secretary for a brief period. Later 
he was made permanent secretary, a po- 
sition which he has held for three years. 

Secretary Plans Future 

“We feel that the federation has a 
glorious past,” asserted Mr.. Stannard, 
“but we are not content with that. We 
are planning a program for the future 
that should help to stabilize the whole 
retail trade and benefit every dealer, 
even the smaller dealers who have only 
a warehouse trade. 

“Among the future projects is a study 
of the cost of grinding and mixing, in 
fact a survey of the whole mixing pro- 
position and its importance to the farm- 
ers and value to the feeders. We shall 
continue to study the subject of credits 
and will keep the trade advised of ihe 
experiments on a strictly cash basis. 

“One of the most serious problems 
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at present is to counteract the false im- 
pression created by those who fostered 
direct selling. Time has proved the 
plan wholly unsatisfactory and unsound 
economically but retailers were pictured 
as profiteers, and that must be over- 
come. 
Continue Radio Talks 

“The radio will continue to be used 
as a medium of reaching the farmers. 
Plans have now been completed so that 
members in each section will be given 
the names of farmers who ask for spe- 
cial information so that they may fol- 
low them up and render them service. 

“T believe) that the feed dealer of the 
future will make, a charge for deliveries, 
credit and other forms of service, thus 
allowing the customer who does not de- 
mand these services a reduced price. 

“We shall give our attention to spe- 
cial features of advertising that will 
benefit the trade and hope to get to- 
gether an exhibit of advertising material 
that will be available 
throughout the East.” 

In addition to the projects which have 
been outlined the executive committee 
and board of directors will continue to 
investigate complaints, adjust trade dif- 
ficulties and assist individuals and re- 
tail groups to meet business situations 
that beset them. 


to members 


GARD M. SMITH has purchased the 
feed mill of W. H. Book & Son, Blain, 
Pa. Mr. Smith will assume personal 
management of the mill. 


SAM CRAMER, operator of a feed 
mill in Franklinville, N. Y., has been 
seriously ill in his home in that village. 
William Goss is operating the business 
in the absence of Mr. Cramer. 


JOHN W. HOTCHKISS, treasurer 
of Belden & Co., Genesee, N. Y., is 
now a banker. He has been elected a 
director of the Genesee Valley National 
bank. 


W. A. EDMUNDS & SON’S feed 
mill, Sherman, N. Y., had a narrow es- 
cape from destruction by fire which 
swept the business section of Sherman 
on January 8. The mill took fire sev- 
eral times but these threatening blazes 
were extinguished with only minor dam- 
age. 
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DONT OVERLOOK 


“LABEL VALUE” 


im selecting a line of 
mixed feeds ..... 


“LABEL VALUE” isa yardstick of the farmer’s 
confidence in the ingredients of a mixed feed. 


It is a well-known fact in the mixed feed in- 
dustry that certain feedstuffs such as Linseed 
Meal when listed on the label reassure the 
farmer as to the quality of the entire mixture. 
In a recent nation-wide survey among feed 
dealers, 64% stated that they call attention to 
Linseed Meal on the label of mixed feeds. This 
64% included nearly all the successful, prosper- 
ous dealers who were interviewed. 


You cannot afford to overlook this point when 
deciding what line to push. Linseed Meal ad- 
vertising is going into 5/2 million farm homes 
every month, steadily increasing the label value 
of this old, established staple. Look for it when 
you buy — talk it when you sell mixed feeds. 


LINSEED MEAL EDUCATIONAL COMMITTEE 


Dept. 92 Fine Arts Bldg. Miiwaukee, Wis. 
[ LINSEED OIL ] 
—the twin product of 
Linseed Meal-— 


IS THE LIFE OF PAINT 
Paint to Preserve 


The Universal 
Protein Feed 
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If you want 
your customers 
to use more 
purchased feeds 
for home mix- 
ing or batch 
mixing in your 
plant, be sure 
to get a copy of 
our new Master 
Chart of form- 
ulas to hang 
on your wall. 
28 x 40 inches. 
Sent free. 


@L.M.E.C., 1929 
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Attractive Feed Window Displays 


Will Draw New Trade 


Shelves Built Like Stairs Provide Opportunity to Show Many Products 
Methods Two Dealers Used to Improve Floor Level Arrangements Explained 


HOSE feed stores which have 
one or two floor-level windows 
should take a tip from the prac- 
tice of the B. L. Bonnell Feed store. 
In the variety of store premises which 
feed dealers occupy, there are certain 
to be some which have no special dis- 
play window floor. The floor of the 
main room continues right to the dis- 
play window. B. L. Bonnell has such 
a lay-out. 
Windows Attract Buyers 

One can see the Bonnell store from 
the railroad station a full block away. 
A window display of prepared feeds in 
the manufacturer’s bright bags, even 
at a distance, challenges attention and 
interest. The devices making the dis- 
play possible were two benches. 

The bench nearest the window was 
roughly, 14” high, 20” wide and had 
a back about 6” high. This bench was 
some 10’ long. The second bench, of 
the same length, was, roughly 2%’ high, 
and 2’ wide. This bench had a shelf 
at the front about a foot from the floor 
and about 10” wide. 

Benches Help Vary Displays 

The modern feed store, thanks to the 
extension of skillful merchandising in 
prepared feeds, has many items which 
come in small bags. With the two 
Bonnell benches, a window display can 
be made of these which gradually in- 
creases in height and depth and which, 
in mass, has a tremendous appeal. On 
the other hand only one of the benches 
can be used for a display if desired, 
and both can be removed should all 
the space be needed for storage. 

Another feed store has worked in a 
somewhat different way to develop, as 
needed, a floor-level window into one 
with levels permitting the effective dis- 
play of various small items and acces- 
sories. 

Moveable Window Floor 

The window is approximately 36” 
deep with a width at back of 11%4’. The 
first step is constructing a moveable 
window floor in three sections. Each 
section is comprised of two pieces of 
1%” stock, 15” wide, joined at an angle 
so that one piece coincides with the 
front of the window and the other with 
the left side, slanting in from sidewalk 
to entrance. Within this first completed 
section is a second of the same width 
built in similar manner. Finally, an- 


other 15” board which is cut to fit the 
remaining space. 

These three sections, dropped flat on 
the floor of the window, make a new 
floor. The next step is construction of 


Attractive Windows Make Patrons of Passers 


a number of supports. There are three 
sizes, and three of each size. ‘The 
height of smallest is 15”, medium, 30” 
and highest 45”. 
Sectional Floor Advantages 

With this series of supports, a num- 
ber of window arrangements are prac- 
tical. Using the 15” height supports a 
15” level window floor can be had. An- 
other arrangement is to have the first 
section, nearest window, at the 15” 
level, the second section at the 30” 
level and the third section at the 45” 


DR. HENRY PLUMB, Pleasonton, 
Kans., father of H. A. Plumb, secre- 
tary of the Milwaukee Chamber of Com- 
merce, died recently at Ormond, Fla. 


C. E. ZIMMERMAN, Frontenac. 
Minn., has opened a feed mill on the 
old Chippewa Milling Co. site at Mon- 
tevideo, Minn., and installed a_ feed 
grinder, corn cracker and oat huller. 


WOODSTOCK MILLING CO., 
Woodstock, Ill., was destroyed by fire 
recently with an estimated loss of $15,- 
000. 


WALTER UEBELE, Burlington 
Feed Co., Burlington, Wis., and family, 
returned from a trip to Texas recently. 


F. C. MEYER, secretary of the Wis- 
consin Milling Co., Menomonie, Wis., 
was a recent visitor in Milwaukec. 


F. C. PETERSON, White Bear, 
Minn., purchased and is now operating 
the Hilbert feed store. 


THE FEED BAG—FEBRUARY, 1929 


level. If desired, first section can be 
at lowest level, and second two _ sec- 
tions at the middle level. 

“We find this windsw system a first- 
class one,” the store owner-user advises. 
“The range of articles we carry is such 
that we find a floor level display window 
is best most of the time. Some simple, 
yet cfficient, plan for displaying small 
items in this window is needed and we 
have it with our portable floor. The 
basic idea can be adapted to any ordi- 
nary feed store window, irrespective of 
dimensions.” 

Window Display Principles 

The smaller an object, the higher it 
should be displayed in a feed store win- 
dow and the nearer to the window pane. 
Large objects can be displayed at a 
low level and considerably removed 
from the pane. 

If a window floor has only one level, 
the common condition, and goods dis- 
played are of the same general size 
adaptation may consist in arranging the 
display so that the objects are at a 
higher and higher point as depth in- 
creases. When all objects are kept near 
the window pane, a very high display 
becomes feasible. 


Cc. S. MORRIS CO., Berlin, Wis., 
has been incorporated to handle grain 
and feed, with a capital stock of $60,000. 
The incorporators are C. S. Morris, El- 
mer E. Fuller and Lucy E. Morris. 


EAU CLAIRE SEED CO., Eau 
Claire, Wis., has been incorporated with 
500 shares of no par stock. The incor- 
porators are Walter C. Strauss, C. H. 
Olson and Marion Peterson. 


LAWRENCE C. JACOBS, Kenosha, 
Wis., formerly associated with his father 
in the Peter Jacobs & Co., dealers in 
flour and feed at Kenosha, has accepted 
a position with the New York Life In- 
surance Co. 


MISSEL BROS., Muscatine, Ia., 
have purchased the Nelson Grain Co. 
elevator and feed business at Wheatland, 
Ta. 


H. E. PHILLIPS, Ortonville, Minn., 
has opened a flour, feed and produce 
store. 
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Samples and 
Prices of 


CORNO 
| Feeding Oatmeal 


14.5 Protein 
i 3.9 Fibre 


| For Mashes and Poultry 
| Fattening Feeds—for 
| Pigs, Calvesand all young 
and growing animals. 
| Fully equal to Ground 
| Oat Groats and Rolled 
| Oats for animal feeding at 
| a big saving in price. 


Hygrade Oatfeed 


11.0 Protein | 
| 


| CORNO 


Hl 19.0 Fibre 


! Almost as much Protein 

| as Whole Oats, ground or 

| unground, or Ordinary 

| Bran.—A splendid feed for 
Dairy Cows. 


|CORNO BRAND 


Rolled Oats 
Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 
| White Hominy Feed 

(7% Fat) 

Unground Oat Hulls 

Reground Oat Hulls 
Fine Ground Oat Hulls 


i All products packed in new Jute Sacks— 
Ih Write us today. 


THREE MINUTE CEREALS Co. | 


DEPARTMENT 14 
CEDAR RAPIDS, IA. 
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WISCONSIN LABORATORIES, 
Appleton, Wis., has been incorporated 
for $25,000, and among its activities will 
handle a complete line of feeds. The in- 
corporators are George W. Lansmann, 
John Goodland, Jr., and W. C. Jacob- 


son. 


JAMES H. GRAY feed mill, Collins, 
N. Y., was again burglarized early this 
month, there having been more than half 
a dozen previous thefts or safe jobs in 
the Gray mills in western New York. 
This time the yeggmen took $159 in 
cash and $172 in checks. 


In just six square feet of floor 
space, and with only 7} H. P. 
you can hull, clean and sepa- 
rate from 1,000 to 2,000 pounds 
of oats every day; no wonder 
it pays for itself and makes a 
good profit. 


HULLER 
This single machine performs the work of 
three. It strips the hull off the oat berry 
by centrifugal force, and hulls either 
newly threshed oats or elevator storage 
stock. It takes out the dirt and hulls, 
blowing them to the dust collector, bins 


or car. It does a clean job of separating 
the oat groats. 


A self-contained 
Unit designed for Custom 
Hulling and Feed Manu- 
facturing. 


The Rosco Ajax must be used 
to be appreciated. Write for 
special trial offer and terms that 
"cae let the huller pay for 
itself. 


LIBERAL TRIAL OFFER 


Rosco Huller Co.,Inc. 125 Central Ave. Ft. Dodge, Ia. 


“A Feed Store in a Box Car” 


DAIRY RATIO 


WASHBURN CROSBY COMPANY: 


Pou try Feeps, Hoc Feeps, Dairy RATION 


WASHBURN CROSBY COMPANY 
KANSAS CITY, MO. 


MINNEAPOLIS, MINN. 
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Dealers Janesville and Vicinity 


To Adopt Cash Basis 


Final Agreement to be Drafted at Meeting Early in February 
David K. Steenbergh Tells Group How Cash Basis is Working 


EVERAL feed stores in the Janes- 
ville territory will shortly an- 
nounce a change from the credit 
to the cash basis of doing business. This 
was revealed at a regular meeting of 
the Retail Feed Dealers’ Association of 
Janesville and Vicinity which was held 
at the Chevrolet club, Janesville, Wis., 
Wednesday evening, January 9. 
Will Change February 15 

A meeting of dealers interested in 
going on a cash basis was held since 
the regular association meeting and a 
committee of this group is now at work 
drafting a cash basis agreement, for 
the dealers to sign, and an announce- 
ment of the change to be mailed to the 
trade. It is expected that the change to 
a cash basis will become effective at 
most all the stores now considering the 
project on February 15. 

David K. Steenbergh, managing edi- 
tor of The Feed Bag and secretary of 
the Central Retail Feed association, ad- 
dressed the association meeting on the 
subject: “How the Cash Basis is Work- 
ing.” Mr. Steenbergh stressed the vari- 
ous advantages of selling feed on a 
strictly cash basis which are well-known 
to most readers of The Feed Bag. In 
addition, he reported on results being 
experienced by feed dealers in other 
parts of the country who have changed 
to a cash basis during the past few 
years. 

Cash Dealers Report 

These reports were obtained from 
answers to questionnaires which The 
Feed Bag mailed to representative cash 
basis dealers on January 2. Practically 
all of these questionnaires have now 
been returned and the facts obtained 
from them compiled in an article which 
is published elsewhere in this issue of 
The Feed Bag. 

The Janesville association meeting 
was started with one of the Chevrolet 
club’s regular good dinners. Approxi- 
mately 30 dealers were in attendance 
when the meeting was called to order 
by President Ray Farley, Graham & 
Farley, Janesville. Many other dealers 
who had signified their intentions of 
attending the meeting were prevented 


from doing so by a severe snow storm. - 


Local Problems Discussed 
Topics of local interest to the dealers 
present were discussed. The farm bu- 
reau has recently been unusually active 


at Janesville and several dealers ex- 
plained their methods of meeting this 
type of competition. 

The general practice of fertilizer 
manufacturers to distribute their pro- 
ducts through farmer sales agents, 
granting them the same terms as retail 
dealers, was considered. This subject 
has been before the association mem- 
bers at practically all of their recent 
sessions. The possibility of entering into 
a group buying arrangement with re- 
spect to fertilizer in the hope of getting 
more favorable terms was suggested. 
This idea was favored by many of the 
dealers present and a committee of 
three, headed by H. A. Arnold, manager 
of the retail feed department of the 
Turtle Valley farms, Walworth, was ap- 
pointed to take charge of the proposi- 
tion. 

Secretary H. H. Green, F. H. Green 
& Sons Co., Janesville, suggested that 
every member bring his neighbor dealer 
to the next meeting. He said that an- 
nouncements would be mailed to all 
dealers in the association territory in 


ample time before the next meeting to 
be held early in February. 


EDWARD DONAHOE, Reedsburg 
Farmers Co., Reedsburg, Wis.,  dis- 
played a large bag of Blue Rib- 
bon feed at the Farmers’ Institute 
held there January 8 and offered it as 
a prize to anyone who guessed its 
weight. Adolf Gade guessed the clos- 
est, 467 pounds. The actual weight was 
4663 pounds. The contest helped the 
firm determine the exact market for 
feed in the territory as the questions 
on the ticket required that each holder 
state the number of cows owned. 


MINNEAPOLIS VISITORS 

J. Huenick, Equity Produce Ex- 
change, Baldwin, Wis., D. W. McKer- 
cher, McKercher Milling Co., Wiscon- 
sin Rapids, Wis.; J. V. Bass, J. V. Bass 
Co., Marshalltown, Ia., and Wm. Fran- 
zen, Dorchester Co-operative Co., Der- 
chester, Wis., were visitors in Minnea- 
polis during the past month. 


Dealer Handles Specialty Item 
To Draw Summer Trade 


DEALER, who was looking for 
A a “profitable leader” for draw- 

ing trade during the summer, 
decided to sell a popular brand of fiv 
chaser. A portion of his stock of fly 
chaser was put in small cans, suitable 
for samples. He purchased a’ supply 
of small hand sprayers which sold at 
popular prices and attracted attention to 
the seasonable merchandise by display- 
ing it in the window and in the front 
of his store. 

He began recommending the regu- 
lar use of fly chaser to farmers, ex- 
plaining how it would add to their pro- 
fits by abating the fly nuisance in their 
barns and about the corrals. His chiet 
problem was to induce farmers to test 
the merits of the brand of fly chaser he 
was selling. He overcame this obstacle 
by presenting each customer who 
bought a hand sprayer, with a small 
can of the liquid fly chaser. Most of 
the farmers who tested the liquid fly 
chaser were satisfied and began buying 
the preparation in larger quantities. It 


THE FEED BAG—FEBRUARY, 1929 


paid the dealer to encourage farmers to 
test the fly chaser in their own barns 
and note the beneficial results secured 
from its regular use. 


MORE FEED CONSUMERS 

There are 20,000 more sheep and five 
per cent more cattle in the feed lots of 
Wisconsin farmers this winter than 
there were a year ago, according to a 
report recently issued by the crop and 
livestock reporting service, Madison, 
Wis. 


NEW CHAIN RUMOR 

An investment organization is said to 
be considering the possibility of form- 
ing a corporation to purchase control- 
ling interest in a number of country 
flour mills and feed stores of the Cen- 
tral Northwest. Present owners of the 
establishments would be retained as res- 
ident partners and local managers, un- 
der the plan, and the central offices 
would handle flour sales and feed buy- 
ing. 


Page Thirty-one 


q 
ele 


“©... wish to advise that this machine has 
proven exceptionally satisfactory. It does 
a fine job of grinding, taking grain quite 
fast and with a minimum power cost. This 
30 inch mill ts the third Munson we have 
used, the other two being 24 inch. 


“We can highly recommend the Munson 
Altrition Mill as being exceedingly effective, 
smooth running and low power cost.” 


This Mid-Western miller (name on request) cer- 
tainly knows by experience what is best for his 
business. He knows that attrition mills have 
higher capacities and lower power bills on general 
grinding than any other type of machine. He 
also knows that the Munson with the ‘“‘Undercut 
Rib” grinding plates means more profits for him. 


Why not send for catalog 54 describing these mills 
in detail. No obligation of course. 


MUNSON MILL MACHINERY COMPANY 


Established 1825 UTICA, N. Y. 


Representatives: A.D. Hughes Co., Wayland, Mich.; Strong-Scott Mfg. Co., Minneapolis, Minn.; 
Frank Eckert, West Warwick, R. I.; C. Wilkinson, Lansdowne, Pa. 


Mixing Molasses Feed 


Made Easy with this ore 
Patented Monarch System 


Now you can mix molasses and dry feeds in — | 
this machine, one just as easily as the other. ik F a pee 
You have an opportunity to increase trade 
and make more money with a 


MONARCH VERTICAL MIXER 
with Molasses Attachment 


It is a complete Feed Mixing Unit that enables = I, & PRESSURE 
you to produce your own brand of mixed feeds or : Be 
to do custom mixing for that part of your trade a 
demanding it. Equipment can be used in hot or : VALVE DW Wy VALVE 8 
cold weather with the same efficiency. Molasses G 

may be heated with gas, electricity. It is the out- 

standing feed mixing achievement of a decade. 

The machine that is profitable for the small and 

large feed manufacturer to operate. 


MOLASSES 


Sprout, Waldron & Co. 


BOX 318, MUNCY, PA. 


Chicago Office Kansas City Office San Francisco Office HEATING : 
9 S. Clinton St. 612 New England Bldg. 726 Harrison St. UNIT 
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Cottonseed Meal Futures Trading 


Started at Memphis 


Keen Interest Shown in New Market Opened by Exchange January 15 
Movement is Expected to Stabilize Prices of Cottonseed Products 


HE Memphis. Merchants Ex- 

i change started operation of a 

cottonseed and products futures 
market January 15. The new venture is 
reported to be meeting with success, 
with manufacturers and dealers show- 
ing a keen interest in the market. A 
good outside interest is evident. 

During the first four days following 
its opening the market dealt in nearly 
8,000 tons of seed and meal. This trade 
is expected to help in stabilizing prices 
of cottonseed and its products. 

The general tone of the market was 
bullish: Meal relatively firm 
against rather free offerings while seed 
showed a tendency to weaken. Local 
buyers were holding off in both seed 
and meal and plenty of selling orders 
were evident. Feed mixers and export- 
ers bought meal. * 

Average yield of a ton of seed in the 
Memphis territory is estimated at 330 
pounds of oil, 825 pounds of meal, 595 
pounds of hulls, 150 pounds of lint, and 
100 pounds of waste. 

C. P. Reid, president of the Marianna 
Sales Co., Memphis, in referring to the 
recent census on cottonseed and its pro- 
ducts, reports: 

“Meal shipments in December were 
smaller than expected, being 21,000 tons 
less than production. The stock on 
hand was about an average for the past 
five years, and the total available in 
sight showed an increase of about 133,000 
tons compared with last year. To sum 
up the situation, shipments of the sea- 
son to January 1 were 30,000 tons less 
than last year and the :juantity avail- 
able for the remainder of the season will 
be approximately 250,000 tons more than 
actual consumption for like months of 
last season.” 


BULLETIN CORRECTION 

L. E. Bopst, secretary-treasurer of the 
Association of Feed Conirol Officials of 
the United States, has requested The 
Feed Bag to call the attention of its 
readers to an error in the definition for 
meat scrap appearing at the top of page 
10 of their 1928-29 announcements. The 
words “Ground Dry Rendered” should 
be substituted for “Dry Ground” as the 
wording as now shown in the bulletin 
destroys the intended meaning of the 
definition. 


Ask ~ 


Che feed Ba 


feeders’ problems. 
your patrons’ questions. 


This is a clearing house for feed dealers’ and 
Send in your own and 


LIVESTOCK CENSUS 

I would like to know the number of 
cows, hogs and horses in the United 
States.—J. H. H. 

There are 55,751,000 cattle and calves; 
54,956,000 hogs and 14,029,000 horses in 
the United States according to the 1929 
government report. 

* * * 
DIFFERENCE IN MOLASSES 

Is cane or beet molasses better for 
livestock feeding purposes?—R. E. 

Cane molasses does not possess the 
laxative qualities of beet molasses, is 
more palatable and is generally consid- 
ered better for livestock feeding. 

FEED VALUE OF BUTTERMILK 

What feed elements does semi-solid 
buttermilk contain?—M. J. 

Results of 41 tests made by a chemist 
for a manufacturer and which are pub- 
lished in the book “Commercial Feeds”, 
by W. H. Strowd show the following 
average analyses: Moisture, 74.08 per 
cent; protein, 11.42; fat, 3.03; ash, 3.75; 
acid, 5.51; nitrogen free extract, 6.13; 
calcium oxide, 0.741 and lactose, 5.51. 

POULTRY GREEN FEEDS 

What are the best green feeds to sug- 
gest to my customers for winter poul- 
try feeding?—R. W. 

Recommend and them alfalfa 
meal. Other good farm-gragwn greens 
are cabbage, well-cured alfalfa leaves, 
cats sprouts and mangels. 

* 
THIN SHELLED EGGS 

What causes hens to lay thin-shelled 
eggs?>—O. N. 

Lack of power to assimilate minerals 
often causes thin-shelled eggs. Cod liver 
oil fed with the mash ration will remedy 
the trouble. Direct sunlight is also a 
good remedy and the birds should be 
given the benefits of it whenever pos- 
sible. Advise your customers to keep 
the windows of the hen house open on 
sunshiny winter days. 
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EARLY SEED BUYING 

Can you suggest a way to get farmers 
to buy their seeds earlier. I find that 
most of them wait until the last minute, 
and I always run out of stock, not 
knowing their demands ahead of time.— 
W. H. 

Advertise in the newspapers or by di- 
rect mail that a shortage of seed is ex- 
pected this year and those who do not 
buy early may be unable to get what 
they desire. Also encourage them to 
place a tentative order with you, if pos- 
sible, to enable you to get a stock large 
enough to supply your territory. Farm- 
ers will listen to these appeals if they 
are correctly presented in the advertis- 
ing. The Feed Bag will gladly furnish 
advertising service at cost to any of its 
readers. 

* 

NO ODOR FROM FISH MEAL 

Does the feeding of fish meal to cows 
cause an odor in the milk?—T. L. 

Experiments conducted by the United 
States department of agriculture prove 
that there is no odor in the milk, meat 


.or eggs of animals which are fed fish 


meal. 


H. C. KATZ, Aken Flour Co., Mil- 
waukee, died recently. He was a sales- 
man for the firm for 20 years.. 


JIM DELANEY MARRIED 

James F. Delaney, Indiana represen- 
tative of the Arcady Farms Milling Co., 
Chicago, and Miss Catharine Leahy, 
Union, City, Ohio, were married at In- 
dianapolis, January 16. B. E. Rawns- 
ley, Arcady Farms Milling Co.; Ralph 
R. Lee, J. J. Badenoch Co., Chicago; 
Walter Buhrman, Purina Mills, St. 
Louis; and Frank Eckert, Illinois Feed 
& Elevator Co., represented the feed 
trade at the ceremony. Mr. and Mrs. 
Delaney are spending their honeymoon 
in Florida. The Feed Bag joins their 
many friends in wishing them happi- 
ness. 
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‘‘All your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


3. C. HUBINGERB BROS. CO.. Keokuk, Ea... Gluten 

HENRY LICHTIG & CO., Kansas City, Mo...................-... Milo and keris 
FAIRMONT CREAMERY CO., Omaha, Nebd.................... Dried Buttermilk 
AMERICAN MOLASSES CO., New York City................ Blackstran Molasses 
MUTUAL RENDERING CO., Philadelphia, Pa......................-. Meat Scrap 
OYSTER SHELL PRODUCTS CO., Philadelphia, Pa................. Oyster Shells 
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The Haines Feed Mixer 


The Mix Is Always Visible 


A self-contained unit 
shipped completely as- 
sembled ready for 
operation as soon as 
connected to power. 
No extra parts or ele- 
vators necessary. No 
millwright labor re- 
quired. Easily set up 
or moved. 


Manufactured in two sizes: 


No. 1 Mixer capacity 50 
cubic feet or 40 bushels. 


No. 3 Mixer capacity 100 
cubic feet or 80 bushels. 


Either size furnished with 
pulley for belt drive or 
with electric motor and re- 
duction gears for inde- 
pendent operation. 


Write for 
Bulletin No. 15-F 


The Grain Machinery Co. 
Marion, Ohio 


_ We wani live Sales Representatives in our open territories. 
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Franke Is Distributor 
For Plymouth Scrap 


Franke Grain Co., Milwaukee. has 
been appointed exclusive agent in Wis- 
consin for the distribution of Plymouth 
meat scrap, made by the E. W. Bohn- 
sack Co., Plymouth, Wis. Shipments 
will be made from Milwaukee and 
Plymouth and truck, service from Ply- 
mouth will be maintained to points 
within a radius of 50' miles at no addi- 
tional charge. 

The Franke Grain Co. believes they 
are fortunate in securing the contract 
for the distribution of this product. 

“We made a complete investigation of 
Piymouth meat scrap,” Clarence Moll 
of the firm reports, “before we became 
the distributors and were highly pleased 
with the results obtained. Several Wis- 
consin dealers have been selling it for a 
year and are well satisfied. In fact, dur- 
ing the first week we handled it, we had 
a repeat order from a Wisconsin manu- 
facturer for two carloads.” 


STATE GRAIN SHOW 

Wisconsin's choicest grains and seeds, 
grouped into 70 separate classes, will be 
on display at the State Grain show, 
Madison, Wis., as ‘a teature of the 28th 
annual meeting of the Wisconsin Ex- 
periment association, February 4-8. The 
annual show has become very popular 
with Wisconsin grain growers and at- 
tracts the leading grains and seeds from 
all parts of Wisconsin. Every type of 
seed grain produced in the state, as 
well as sheaf samples of graiii, are in- 
cluded in the exhibit. 


BADGER FARM WEEK 

Farm Folks’ week will be held Febru- 
ary 4-8 at the University of Wisconsin, 
Madison, Wis. An interesting and in- 
structive program has been arranged 
and will include many prominent speak- 
ers, some of them being Glenn Frank, 
president of the university, A. J. Glover, 
editor, Hoard’s Dairyman, and Profes- 
sors E. B. Hart, G. Bohstedt, F. W. 
Duffee, J. G. Halpin and G. C. Humph- 
rey. 


DO YOU WANT ONE? 

Copies of “What’s New in Farm Sci- 
ence”, the 45th annual report of the 
Wisconsin Agricultural Experiment sta- 
tion, will be sent only to parties who ap- 
ply for them this year. Copies are sent 
free to residents of Wisconsin and for 
20 cents to residents of other states. 


HARLAND FLOUR & FEED CO., 
Lanesboro, Minn., has purchased the 
feed business of Winslow & Tomkins 
Co. 
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WOODSON FARMERS’ ELEVA- 
TOR CO., Woodson, Ill., which was 
recently destroyed by fire, will be re- 
built. In the meantime the firm has ac- 
quired temporary cribs and will con- 
tinue to receive grain. 


CHAS. FLETCHER, Royal, IIl., has 
leased the Thompson elevator, Fithian, 
Ill. 


MAHONING VALLEY MILLING 
CO., Punxsutawney, Pa., has purchased 
one of the new pneumatic products col- 
lectors to take ground feed away from 
their attrition mill. The feed is sucked 
away by a fan and blown up into a dust 
collector. The manufacturers claim that 
besides cooling off the product it re- 
duces the pressure in the grinding shell 
to such an extent that one may expect 
about one-third more capacity on the 
same machine over the old method of 
using an elevator. 


S. HOWES CO., INC., Silver Creek, 
N. Y., held its annual department heads 
banquet at the Shorewood Country 
club, January 5. A. C. Barbeau, presi- 
dent of the company, gave a short talk 
on the Eureka and Invincible lines of 
flour and feed mill machinery and sev- 
eral prizes were given away for the best 
suggestions for improving the business. 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


C. M. CASBERG, Holmen Co-opera- 
tive Co., Holmen, Wis., sends his check 
for 1929 dues in the Central Retail Feed 
association and commients as follows: 
“Plenty of snow up here.” 


HARRY KNOPES has_ purchased 
the interest of E. S. Baker in the firm 
of Baker & Peck, 120 Water street, 
Janesville, Wis. Mr. Knopes is the 
son of Henry Knopes, a farmer near 
Janesville, and until recently was em- 
ployed by the Wisconsin Power & 
Light Co. 


URSA MILLING CO., Mendon, IIL, 
has installed a molasses feed mill. 


A. E. NEASS has been appointed 
manager of the Minneapolis office of A. 
A. Nixon & Co., with headquarters in 
918 Flour Exchange building. <A. A. 
Nixon & Co. has main offices at Omaha, 
where it has been in business for 38 
years. 


MILWAUKEE EXCHANGE 

New members in the Milwaukee 
Chamber of Commerce include Harry 
E. Franke, Franke Grain Co.; E. J. De 
Buhr, La Budde Feed & Grain Co.: J. 
Victor Loewi; Carl Mechel, Radium 
Products Co.; and R. H. Teweles, L. 
Teweles Seed Co. 


KOSTER FEED CO., Manson, Ia., 
recently purchased the A. H. Keck feed 
store at Gilmore City, Ia. 


COSHOCTON MILLING CO., Co- 
shocton, O., has purchased the plant of 
the Hanley Milling Co. Mr. Hanley, 
the former proprietor, plans to retire. 


S. H. VAN GORDEN & SONS CO., 
Alma Center, Wis., has purchased the 
Neillsville branch of the Bruley Eleva- 
tor Co. and will operate it in conjunc- 
tion with its chain of feed stores at 
Tayler, Alma Center and Black River 
Falls. 


RAY EBNER has been appointed 
manager of the new Minneapolis branch 
office of the American Milling Co., Pe- 
oria, Ill. The new office will be lo- 
cated in the Chamber of Commerce 
building and will handle sales of Amco 
30 per cent linseed meal in the North- 
west. 


FARMERS COOPERATIVE PRO- 
DUCE CO., Marshfield, Wis., has pur- 
chased the feed mill and warehouse of 
Uthmeier-Hintz and will operate it in 
conjunction with its own plant. Harry 
Ebbe, manager of the firm, has an- 
nounced that L. J. Radlinger will be 
the manager cf the newly acquired mill. 


FEEDS AND FEEDING 


Latest Complete Illustrated Edition 


By Profs. W. A. Henry and F. B. Morrison 


COMMERCIAL FEEDS 


By W. H. Strowd 


These two books should be read and kept for handy 
reference by every feed dealer, miller, manufacturer 


and jobber. 


They include the latest available informa- 


tion on feeding, feed ingredients, feed manufacturing 


and feed merchandising. 


The price of the complete illustrated edition of Feeds 
and Feeding is $4.50 per copy, f.o.b. Milwaukee, and 
the price of Commercial Feeds is $3.00 per copy, f. 0. b. 


Milwaukee. 


Serid check or money order for one or 


both books to get shipment by return mail or express. 


The special price for one copy of Feeds and Feeding in 
combination with a one year subscription to The Feed 
Bag, at $2.00 for twelve months, is $5.50. The price for 
Commercial Feeds with The Feed Bag is $4.00. The 
price for the both books with The Feed Bag is $7.50. 


For Sale By 


Che feed Bag 


86 E. Michigan Street 
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Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


— Quick Shipments 


Humphreys-Godwin Co. 
Established 1898 MEMPHIS, TENN. 


Since 1885—45 years and 


No-Milk Calf Food 


is still the Leader. 


We have over 500 dealers in Wisconsin 
selling our Product and some of them 
over 42 Years. Their repeat orders 
each year is the best recommendation 
we know of for No-Milk Calf Food. ) 
ARE YOU ONE OF THEM . 


FOR PRICES WRITE 


National Food Company 


D. R. MIHILLS, Mgr. Fond du Lac, Wis. 


—for almost half a century 


EVERY time you sell a sack of flour it 
should do at least three things for you. 
Give you a fair profit; satisfy your cus- 
tomer; and with the future in mind, make 


it possible to sell an- 
other sack to the same Occident Feeds 
customer. Occident Hard 
Wheat Bran 
It takes a good flour to do those Occident Hard 
things. OCCIDENT is that kind of Wheat Mixed 
aflour. Dealers have been selling Feed and 
OCCIDENT that way for nearly Alta Hard Wheat 
half a century. Middlings 
FREE FROM 
R MILLI SCREENINGS 
RUSSELL MILLE R MILL NG co HIGHinPROTEIN 
MINNEAPOLIS, MINN. 


FLOUR 
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Eastern Federation Plans 
Excellent Program 


(Continued from Page Seventeen) 


“During the banquet we will have an 
orchestra and song leader to entertain 
the boys,” Mr. Barndt promises. “There 
will be a brief speaker and then two or 
three snappy entertainers who will fur- 
nish an hour of unadulterated laughter. 
We will guarantee to drive away the 
cob-webs of care that have gathered 
during the business sessions.” 

The entertainment will be somewhat 
shorter than in past years to permit the 
dealers to meet for informal discussion 
of trade problems at the conclusion of 
the program. 

Members’ Discussion Friday 

The closing session of the convention 
will be held at 9:30 a. m., February 22. 
It is expected that this will be one of 
the most important periods of the con- 
vention. Speaking will be limited and 
all of the speakers will be members who 
will outline the subjects for discussion. 
Among the subjects, several of which 
have been suggested by the answers to 
a questionnaire recently distributed by 
the federation, are: “The Cause of the 
Present Gluten Shortage and How to 
Avcid Its Repetition”, “Combatting Di- 
rect Selling’, “Successful Operation of 
Mixers” and “Collection Methods”. 

The present shortage of gluten in the 
eastern sections has caused the federa- 
tion to make a thorough investigation 
of this ingredient and its importance in 
the dairy ration. The result of the study 
will be of more than ordinary interest 
to members who attend the convention. 

Direct Selling Problem 

The seriousness of direct selling. has 
long been emphasized by the federation 
but during the last few months a situa- 
tion has developed within the organiza- 
tion that is largely responsible for the 
wave of direct selling that demands the 
immediate consideration of all retail 
dealers. It is expected that a definite 
plan of action may be drafted at the 
closing session that will meet the pre- 
vailing situation. 

“During the past season many more 
retail dealers have added mixing equip- 
ment and some of them have installed 
molasses mixers,” said one of the di- 
rectors. “There has, however, been no 
uniformity of charges for this mixing 
service and we believe that the federa- 
tion should consider the matter care- 
fully and make a definite recommenda- 
tion based on the facts. The mixing 
question will be an important one at 
the convention.” 

“It has been estimated that thou- 
sands of dollars are wasted each year 
by feed men in fake or useless collec- 
tion schemes,” according to Secretary 
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about these schemes and warn our mem- 
bers against them. We also want to | @a,.==s>33>>0>"> 
find out what collection plans have been 
most successfully employed. These are 
the reasons that the subject of collection 
methods has been given an important 
place on the convention program.” 
Non-Member Dealers Invited 

The importance of the subjects to be 
discussed at the convention has caused 
the officers to extend an invitation to 
every retail feed dealer in the East, 
whether members of the federation or 
not. 

“While I am convinced that every re- 
tail dealer will benefit from the mem- 
bership in the federation and I urge 
them to join, yet I want to extend to 
all who are not members an invitation 
to attend the mid-winter convention at SOLE DISTRIBUTORS 
Binghamton.” That is the word sent 
out by President Van Derzee, and he THE FRANKE GRAIN Co. 
— “There are four trade mat- GRAIN AND FEED 
ters which trouble every one of us that 
must be settled now and finally. I 
urge you to let nothing whatever inter- 
fere with your attendance at the meet- 
ings on February 22 and 23.” 


Stannard. “We want to find out all | 


RANKE GRAIN CO. 
OIsTRIBUTORS 
MILWAUREE. WISCONSIN 


MEAT SCRAP MEAT SCRAP 


6% 


TANKAGE 


100 LBS. NET 


EW BOHNSACK CO. BONE MEAL 


PLYMOUTH, WIS. 


> 


Shipments from Milwaukee or Plymouth, Wis. 
F. E. FARABAUGH, Patten, Pa., Carloads, Ton and Bag Lots, Phone Broadway 2174. sf 
has taken out his old burr mill and is iss 


installing a new mixer with high speed 
elevator. 


“Eureka” 
Vertical Feed Mixer 


“This would be a terrible world for a lot of 
people, myself included, if everything was the 
same price and they couldn’t have things bet- 
ter than other folks. I don’t want a mixer 
like every Tom, Dick and Harry can buy. I 
insist on getting the best. These words ex- 
plain my purchase of your Eureka mixer.” 
John Le Seur 


Builders of the 
better kinds of feed mixers: 
Vertical and Horizontal 
and Self-Ccntained Types 


S. HOWES CO., INC. 


INVINCIBLE GRAIN CLEANER Co. 


SILVER CREEK, N. Y. 


Special Agents: Strong-Scott Mfg. Co., 413 So. Third St., Minneapolis 
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KREAMO 


SWEET DAIRY FEED 


16144% PROTEIN 
MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Specialty—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


Allis Double Head Attrition Mill 


Equipped with two Allis-Chal- 

mers Squirrel Cage totally in- 

closed ventilated motors which 

are entirely dust excluding and 

give the title of safe motors a 

new and valuable meaning. 
Write for leaflet No. 2086. 


MILWAUKEE, WIS. U.S.A. 


Profits? 


Your customer is interested 
in his Profits. You are in- 
terested in yours. 


FISH 


STRUVEN’S FISH MEAL 
supplies Proteins and Min- 
erals—60% and 20%, respec- 
tively—in so efficient and di- 
gestible a form that it is a 
profit maker for both the 
customer and you. 


Made from the whole Men- 
haden Fish fresh from the 
Sea. 


Write us for sample. 


Chas. M. Struven & Co. 


114-116 E S. Frederick St. 
Baltimore, Maryland 


SHIPPERS OF 


Sulphured and Natural Oats 
and Barley, Buckwheat and 
other grains for poultry feed 


Elevator Capacity—2,500,000 Bushels 


ARCHER -DANIELS-MIDLAND CO. 


Manufacturers of Linseed Oil and Meal 


GRAIN DEPARTMENT 
MINNEAPOLIS -—- MINNESOTA 


Wire or Write for Our Quotations if you are not receiving 
them regularly. 


and lots of ite 


That’s what has made the 
ATLAS famous .. . POWER 
to move any car you may 
get—-under even the most 
disadvantageous condi- 
tions. 


The secret of this power 
lies in the compound 
leverage applied in 
the ATLAS. The 
cutaway at the 
right shows this 
construction 
feature. 


Ask your 
mill supply 
jobber or write 
us for illustrated 
material and facts 


APPLETON 
CAR MOVER 
COMPANY 


Appleton, Wis. 
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McCRUMB CO., Grand_ Rapids, 
Mich., wholesalers and brokers in feed 
and grain, have purchased the Charles 
R. Parish mill and grain and feed busi- 
ness at Coopersville, Mich. 


ERWIN ELEVATOR CO., Pine 
River, Minn., has just completed in- 
stalling a large feed grinder. 


MINNESOTA CONVENTION 

Minnesota Farmers’ Elevator Ass'n. 
will hold its annual convention at the 
West hotel, Minneapolis, February 19- 
21. A large number of delegates is ex- 
pected to attend. 


Feed it to your 

baby chicks... 

Sell it to your 
customers 


Peart Grit No. 1 is the best lime feed for 
baby chicks. It promotes sturdy, vigorous 
growth. It keeps chicks healthy—makes 
them thrive. It’s a big factor in keeping 
down losses due to leg weakness or rickets. 
Give your chicks PEARL Grit as soon as 
they hatch. It is the first thing they should 
be fed. 


Quick Sales—Big Profits 


Right now you can make quick, extra 
profits selling Pear. Grit No. 1. Tie up 
with our advertising in the leading state 
farm papers. Let it help you sell PEARL 
Grit in the new package. It’s a sure way, 
an easy way to increase your profits. Talk 
Peart Grit to your customers. Cash in on 
the demand that is being created. 


Get our Dealer Proposition 


Wehavea liberal and money-making prop- 
osition to offer you—a selling plan which 
should add many dollars in extra profits to 
your income. Let us 
tell you all about it. 
Mail the coupon 
today. 


Pearl Grit 
Corporation 
Subsidiar y—The 
io Marble Co. 
2115 Ash Street 
Piqua, Ohio 
a PEARL GRIT 
CORPORATION Pearl Grit Corpora- a 
tion,2115Ash St. 
Piqua, Ohio B 
| Please send me details of your selling plan. gy 
Name... oon 
a 
% _ Tellus your dealer’s name and address 5 


your 
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NEW — REVOLUTIONARY 


The BARNES EMULSION Plan to Build 
YOU a Profitable BUSINESS Without 
Cost or Obligation. 


A Plan whereby we go right into your territory with an exceptionally liberal offer to 
poultry raisers—an offer to try Barnes Emulsion—the only PERMANENT WORM CON- 
TROL—entirely at our expense—an offer no one can reasonably decline. The object is to 
build a large and profitable business for YOU, right in your territory, and hand it 
over to you. Our campaign in your territory will cost you nothing; nor will you be obli- 
gated. The profits to you should be very substantial—write now for details of the most 
liberal proposition in poultry supply history. 


NO RISK to You 


You don’t risk a penny. All you do is take care 
of the orders that rollin and accept the profits. 


5,000 Dealers Stock Barnes Emulsion 


and 16 carload distributors. The phenomenal rise in demand 
for Barnes Emulsion has justified their faith. They took the 
Barnes agency without the help of an unusua! proposition as 
we now offer. Think what you can do WITH this help. In- 
cidentally, all established dealers are entitled to this help. 
Write us, gentlemen. 


National Advertising, Also, to get YOU. Sales 


In fact, the most complete support ever given to dealers. Na- 

tional advertising which will PROVEthat Barnes Emulsion is 

the only true and PERMANENT CONTROL of WORMS in 

chickens and other fowl. Advertising which will PROVE that ’ 

other remedies, expellants, DO NOT do a PERMANENT Job, and that in the final an- 

alysis, the poultry raiser must come to Barnes Emulsion for permanent, instead of tem- 
rary control of Worms. National advertising which will get orders coming for Barnes 
mulsion, and create additional business which will be turned over to YOU. 


Write for Our Unusual Proposition— 


for wholesale prices, terms, advertising helps and guarantee. Our plan is an eye- 
opener. It means PROFITS. You have everything to gain, risk nothing. Write 
us now. 


BARNES EMULSION COMPANY 


Main Office: 85 MERCHANTS EXCHANGE BLDG., ST. LOUIS, MO. 
Laboratories and Factory, Box 85, Gardena, Calif. 


RG ROLLER MELE COMPANY. 


CHICK LAYING 


CUR SECOND CARLOAD OF YEAST 
within a year. 


Doughboy Poultry Yeast Mashes 


makes the poultryman’s dreams cometrue. Dealers 
everywhere report wonderful repeat business. 


DOUGHBOY MOLASSIE DAIRY 
cheaper and better than BRAN. 


Write for circular. 


QUICK OR DEFERRED SHIPMENTS 
MIXED OR STRAIGHT CARS 


NEW RICHMOND ROLLER MILLS COMPANY 


NEW RICHMOND, WISCONSIN 


att 
| 
|i 
| 
| 
| Hit 
il 
| 
2 
| | 


WHEAT SCREENINGS CORN 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


‘*FOR BETTER SERVICE’’ 


‘(We Own And Operate A Mill And Elevator) 
SPECIALIZING IN ALL TYPES OF SCREENINGS 
(GROUND AND UNGROUND) 


Get Our Samples and Prices 
STRAIGHT CARS MIXED CARS 


OATS 


RYE 


MILL FEEDS GROUND FEEDS OILMEAL 


WE SELL DEALERS ONLY , 
“gem Queen Wheat Feed 


= and is manufactured in 
our own mills. Can fur- 
— nish Queen in straight 
or — cars with Che- 
: rokee Pure Bran and 

Cherokee Middlings. 


ine Bran, Screenings not exceeding mill ren —| 
— CRUDE PROTEIN 15.7% 
CRUDE FAT - - 4, 


Local Dealers’ Clubs 
Active In East 


(Continued from Page Thirteen) 


thern New York a little more than a 
year ago to bring together the dealers 
who were not in the territory covered 
by the older organizations. Under the 
guidance of its sponsor, W. L. Roe, 
Watertown, N. Y., its membership has 
grown rapidly and it has already begun 
to be a potent factor in the trade of 
that section. 

“The Northern New York Feed Mer- 
chants association is going to try to 
bring every last dealer in this section 
of the state the fine things that are de- 
veloped by the federation,’ said Mr. 
Roe, secretary, “We feel that local mat- 
ters can be quickly disposed of at our 
regular meetings and a spirit of trade 
harmony, so essential to satisfactory 
business conditions, can be. developed.” 

That he is right is proved by the en- 
thusiastic support given by the dealers 
in the vicinity of Watertown. The of- 
ficers of the association are: President, 
W. A. Mather, Adams, N. Y.; first vice- 
president; A. T. McCormican, Carthage, 
N. Y.; second vice-president, James J. 
Weldon, Watertown, N. Y.; secretary; 
Mr. Roe; treasurer, Benjamin E. Loo- 
mis, Watertown, N. Y. 

The Southeastern Pennsylvania Feed 


CRUDE FIBRE - - 


—\ Capital Flour Mills, Inc. 


=" Office 315 Corn Exchange 
\ MINNEAPOLIS, MINN.) CORN EXCHANGE 


_ 


Minneapolis, Minnesota 


m WE SELL DEALERS ONLY <—a 


HOUR SERVICE 
ON MIXED CARS 


Carry the Stock 


MILL FEEDS, FLOUR, OIL MEAL, GLUTEN, COTTON 
SEED MEAL, HOMINY, CORN, OATS, OYSTER SHELLS, 
GRIT. In fact, everything in the feed line. 


POULTRY FEEDS, DAIRY FEEDS 
RED OAK DAIRY 20% 
RED OAK SWEET DAIRY 16% 
RED OAK WHEAT FEED 
RAPIDS DAIRY 16% 


We ship C. M. & St. P., C. & N. W. and Green Bay & Western 
WRITE OR WIRE FOR PRICES. 


McKERCHER MILLING CO. 


WISCONSIN RAPIDS, WISCONSIN 
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ALFALFA 
MEAL 


| Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


‘ Pierce Bidg. 
Lamar, Colo. St. Louis, Mo. 
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Merchants association is an organiza- 
tion to reckon with, judging from the 
support given it by the dealers, and the 
enthusiasm of its meetings. Two reg- 
ular meetings are held each year at dif- 
ferent cities and they usually include an 
afternoon and evening session with a 
banquet. 

A recent membership drive netted 30 
new members and the campaign is still 
being conducted. 

“We are going to keep on until every 
dealer in this section is enrolled,” said 
Howard A. Simpson, Norristown, Pa., 


secretary. “We feel that we can meet 
our real problems only when every 
dealer co-operates. During the past 


year we have held several executive 
meetings at which we have been able to 
adjust many complaints and iron out 
dfferences between our own members. 
That is an important function of smaller 
groups. We build up a spirit of co-oper- 
ation and overcome suspicion that leads 
to trade difficulties.” 

The officers of this energetic organi- 
zation are: Albert J. Thompson, Wy- 
combe, Pa., president; Robert J. Mat- 
tern, West Point, Pa., vice-president; 
Mr. Simpson, secretary; Ralph E. 
Miller, Collegeville, Pa., assistant sec- 
retary and M. E. Diefenderfer, Beck- 
telsville, Pa., treasurer. 

New Jersey Organized 

While there has always been a loosely 
organized association in New Jersey it 
is only during the past two years that 
the dealers have organized for aggress- 
ive work. Under the leadership of 
Henry E. Franke, Newark, N. J., presi- 
dent and H. J. Samuelson, Toms River, 
N. J., secretary, about 25 per cent of 
the dealers in the state have rallied to 
support the organization. 

“We are dividing our state into sev- 
eral small units,” Secretary Samuelson 
announced at a recent meeting, “and we 
hope to have every dealer connected 
with one of them. This will permit 
more frequent meetings than is pos- 
sible under a single state wide plan. 
Once a year the state meeting is held 
and all of the questions referred to the 
larger organization by the smaller units 
can be considered. I am enthusiastic in 
my support of organization and believe 
that the trade would be in a chaotic 
condition except for our associations.” 

Eastern Federation Helps 

There are several groups of nearby 
dealers which meet frequently but most 
of them are members of the Eastern 
Federation of Feed Merchants and have 
not formed definite organizations. It is 
expected that during the coming year 
many more district clubs will be formed. 

The Eastern Federation of Feed Mer- 
chants is preparing a bulletin on district 
clubs and their functions which! will be 
ready for distribution about March 1. 


Jacobson “A JAC 
>) Feed Grinder 


ix Pulverizes grains, ear or snapped corn, 
wa roughage, and other materials into soft 
cool stock. Requires less H. P. 
grinds more feed. 


but 


Write for full particulars. 


A. E. Jacobson Machine Works, Inc. 
1090 TENTH AVE. S. E. 


MINNEAPOLIS, MINN. 


R. L. HERRICK M. H. HERRICK 


HERRICK FEED COMPANY, INC. 


WHOLESALE 


Grain and Feeds Shipper 
HARVARD, ILLINOIS 
PHONES 135 AND 118 


Excellent service, highly reliable; 

Quality paramount---that’s undeniable; 
Best of attention, prices agreeable; 

Our mottois: ‘‘satisfaction unbeatable’’. 


100% FOR THE DEALERS 


R. L. HERRICK, Jr. J. M. HERRICK 


Buy 
PURITAN BRAND 


The Genuine Live Reef 


CRUSHED OYSTER SHELL FOR POULTRY 
Packed in new 100 lb. burlap bags. 


CHICK, MEDIUM and COARSE Grades 


Quality and Service Unsurpassed 


All Goods Guaranteed 


The Crushed Oyster Shell Company 


BILOXI, MISS. 
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ALL OF US 


are solicitous about the water in our cars during 
the cold weather. If it should freeze we might 
have a leaky radiator or a cracked engine 
block. But how about the water in our water 
barrels >—if it freezes it may mean the loss of our livelihood, 
yet how many times do we give it a thought during the winter? 
Keep the water fluid and ready for any emergency. 


GRAIN DEALERS NATIONAL MUTUAL FIRE INSURANCE CO. 


INDIANAPOLIS, INDIANA 


J. J. Fitzgerald Cc. R. McCotter 


Secretary and Treasurer Ass’t. Secy. and Western Mgr. 
Indianapolis, Ind. Omaha, Nebraska 


OWL BRAND 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS. TENNESSEF 


Get on our list Market letters and prices 
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COTTON SEED MEAL 


NUT AND PEA SIZE CAKE 
ALL GRADES 


Quoting spot and 
future shipments. If 
you are not getting 
our quotations we are 
both losing. Send 


name for market let- 
ters. 


Registered in All States 


MARIANNA SALES CO. 
MEMPHIS, TENN. 


Quality and Service Guaranteed 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. co. 


Esrarusnep 1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 


344-346 MILWAUKEE STREET 
1076 | 


Puone 
Broapway 


SERVICE! 


RELIABLE 


When in the Market for Straight or Mixed Cars 


MILLFEEDS OIL MEAL 
CRACKED CORN GROUND FEEDS 
GROUND GRAIN or FLAX SCREENINGS 
WHOLE or GROUND MILL OATS 
WHOLE or GROUND BARLEY 
FEED GRAINS 


GET IN TOUCH WITH 


THE HAERTEL COMPANY, INC. 


616 Corn Exchange Bldg. Minneapolis, Minnesota 
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RED GOLD 


A marvelous new berry, rich, sweet, 
bright in color, fine in flavor. Act- 
ually saves sugar, use half as much 
as ordinary for high grade pre- 
serves. Single plants produced 
hundreds of berries. Big yield from 


small bed. FREE 


2 Plants 
for Testing 
Send us your name and 10c, or not, as 
you please, and we will send you our 
catalog and twostrong Red Gold plants 
at planting time, without cost. 


Paper Mulched Berries Better 
U. S. Govt. reports Paper Mulch saves 
moisture, kills weeds, increases yields 
in garden products. 
We offer special combinations of Red 
Gold plants and the necessary amount 
of Paper. 12 plants and paper, $2.00, 
50 plants and paper, $6.00. 100 plants 
with paper and special strawberry 
setting tool, $10.00. Paper Mulch en- 
ables you to get big yield from small 
bed with little work. 
Box 927, 
Gardner Nursery Co. osaze. towa 
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Best Quality 


FEEDER’S 


Pulverized Flax and Grain 
Screenings 


MILK FLOW 


Pulverized Flax Screenings 
WRITE FOR SAMPLES 


M.G. RANKIN & Co. 


Chamber of Commerce 
MILWAUKEE, WIS. 


CHARCOAL 
COD LIVER OIL 
COLONIAL BUTTER SALT 
PEARL GRIT 


Bag Lots-- Ton Lots 


Dadmun-LaBudde 
Company 
NORTH MILWAUKEE 


STERLING DAIRY FEEDS 


32% Protein 
For the dairyman who 
raises considerable corn, 
oats and barley. 


20% Protein 
For the dairyman who 
raises small crops of 
feeding grains. 

These two feeds are giving wonderful 


satisfaction. Samples and quotations 
on request. Effective sales helps given. 


We also manufacture the complete line of 
STERLING POULTRY FFEDS as well as 
STERLING PIG and HOG FEEDS. 


Carlots or mixed cars containing bran, middlings, 
rolled oats, oil meal, oyster shell, animal protein 
products, etc. 


NORTHRUP, KING & Co. 


FEEDS AND SEEDS 
MINNEAPOLIS, MINN. 


Wuen 1n MINNEAPOLIS 
STAY AT 


Che 
New Nicollet 
Hotel 


- OPPOSITE TOURIST BUREAU 
ON WASHINGTON AVENUE 


The Northwest's Finest Hotel 
600 ROOMS WITH BATH 
OR CONNECTING 
Every room an outside room 
Largest and seo Ballroom in the 


orthwest 

RATES 
59 Booms at................. $2.00 
4.00 
38 Rooms 5.00 

Suites and Special Rooms at 
$6.00 to $9.00 


MAIN DINING ROOM 
COFFEE SHOP 


Three Blocks from Both Depots. 
Retail Center and Wholesale Center. 


W. B. CLARK, Manager 


Quality—Service—Price 


and 


Responsibility 


Our service is as near 
as Your Telephone 


Broadway 4961 


GRAIN—CORN and OATS 
LINSEED OIL MEAL—HOMINY 
MILLFEEDS—CLINTON GLUTEN 


DONAHUE-STRATTON COMPANY 


MILWAUKEE 
Brokers for . Operating Elevators at 
CLINTON CORN GLUTEN and MILWAUKEE—CHICAGO 
CORN OIL CAKE MEAL DEPOT HARBOR, ONT. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 


minimum $1.00. 


RIEBE & RIEBE GRAIN CO., 


Minneapolis, has been incorporated with 


a capital stock of $50,000. 


FEED BUSINESS FOR SALE 

Feed business doing about $50,000 yearly, 
mostly all cash. There is no mill connected. 
One large building on track. Wil! sell building 
for $1,800. Stock will inventory about $3,000. 
Get very good ae for mill feeds, not much 
competition. S. H. Van Gorden & Son, Taylor, 
Wis. Write S. H. VAN GORDEN & SON; 
Black River Falls, Wis. 


FEED STORES WANTED 


Wanted to rent or willing to finance retail feed’ 


stores in Wisconsin. All replies strictly confiden- 
tial. Write T. F.,c/o THE FEED BAG, 86 East 
Michigan Street, Milwaukee, Wis. 


MOLASSES HEATER FOR $60 
Send $10 for plans and full directions for mak- 
ing and installing a simple self-contained molasses 
heater for $60. Not a make-shift affair but 
several have been built and are giving satisfactory 
service. H. THOMSON, P. O. Box 364, 
Simcoe, Ont., “Canada. 


E. J. KOPPELKAM 


GRAIN FUTURES 


373 Broadway 
MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member Chamber of Commerce 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


602 Corn Exchange Bldg. 


MINNEAPOLIS MINN. 
“Stand by Stan 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices— We can save you Money 


POSITION WANTED 
Experienced feed and grain man will be open 
for a position about February 15. Six years sell- 
ing on the road and 5 years elevator experience. 
Have operated own business. Write X. Y. Z.,¢/o 
THE FEED BAG, 86 East Michigan Street, 
Milwaukee, Wis. 


MACHINERY FOR SALE 
New and second hand Milling Machinery of 
every cig. Write, stating your wants. 
TTRITION MILLS” 
1-20" Unique all bearing direct motor driven 
with starter, 25 cycle, 220 volts, 3 phase guaranteed 
good as new. Price $975.00. 
1-—New 24” Unique ball bearing 4 belt drive, 
with reversible drive. Price $500.0 
1-22” Bauer ball bearing for belt aie second 
hand, first condition Price $185.00. 


GHT, Avon, N. Y 


FEED MILL FOR SALE 


Feed Mill for sale with water power and grain 
storage, account of poor health. Doing good 
business, cash. One-third mile from 
creamery. . COLVIN, Stockton, N.Y. 


DAIRY ALFALFA HAY 


FOR SALE 


Write or wire for delivered prices. 
Grades and weights guaranteed. 


JOHN DEVLIN HAY CO., Inc. 
192 NO. CLARK ST., CHICAGO, ILL. 


‘Mother’s Best Flour 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US... 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


FOR 
CORN oR OATS 
and the 
QUALITY and SERVICE 
your trade demands 
Write, Phone or Wire 
Western Terminal Elevator Company 


Sioux City, Iowa 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Oyster Shells P 
Dri utter Milk Bone Meal 

Linseed Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 


Consign Your GRAIN, BARLEY AND RYE Especially 


FOR ATTENTION OF. 
JOSEF MUELLER WM. R. MADDEN 


TO 
UERGER COMMISSION CO. 


ESTABLISHED FOR OVER THIRTY YEARS 


510 Mitchell Bldg. 
Milwaukee, Wis. 


Established_1884 


Members Minneapolis Chamber of Commerce 


MIXED CARS — STRAIGHT CARS 


OVER 80 DIFFERENT KINDS--Ground Feeds--Coarse Grains--Millfeed--Dried 
Beet Pulp--Oil Meal--Poultry Feeds--Molasses Fonda, Etc . 


DISTRIBUTORS ='Sereenin 
PENICK - FORD CO’S MI OLAS SE Oat Feed 


MANEY BROTHERS MILL & ELEVATOR CO., 


MINNEAPOLIS, MINN. 


Office and Mill, 


NEWTON FEED COMPANY 


Milwaukee, Wis. 


Eastern Office, Boston, Mass. 


NEWTRIO DAIRY RATIONS 
INSTITUTIONAL DAIRY FEEDS 
INSTITUTIONAL DAIRY FEEDS (SWEET) 
DAIRYMAN’S BEST TESTING RATIONS 


“GOLD STANDARD” POULTRY FEEDS 


MODERN WATERPOWER MILLS 
MINNEAPOLIS 


FARMERS CHOICE SWEET DA/RY RATION 


CANNON VALLEY MILLING CO. 
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WILSON COAL & GRAIN CO., 
Spencer, Ia., has been incorporated with 
a capital stock of $10,000 to buy and 
sell coal, grain, flour and feed. The in- 
corporators are A. W. Huntzberger, H. 
A. Wilson, and Alice M. Wilson. 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


917 METROPOLITAN LIFE BLDG. 
MINNEAPOLIS, MINN. 


QUICK SHIPMENT 


STRAIGHT CARS OF FEED 


We have Pure Bran, Spring 
Bran and Durum Feeds in 
warehouses ready for Quick 
Shipment. Write for quota- 
tions and try our service. 


PHONE ATLANTIC | 


I. S. JOSEPH COQ., Inc. 


Flour Exchange 
Minneapolis, Minnesota 


If You Need Feed 


We can give it to you. 


Shipments from our ware- 
houses here at Milwaukee 
within 24 hours—straight 
or mixed cars of every- 
thing in the feeding line. 


Wire us your needs. 


LABUDDE FEED & GRAIN CO. 
MILWAUKEE, WISCONSIN 
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Che feed Bag 


Vol. 5. No. 2. FEBRUARY, 1929 


DAVID KNOX STEENBERGH 
Managing Editor 
Published the first week of every month at 
Milwaukee for retail feed, flour, grain, coal and 
allied products dealers. The only strictly retail 
dealer publication in the field. Subscription price 
—$2.00 per year. 
Changes in advertising copy may be submit- 
ted up to the 15th of the month preceding date 
of issue. Last closing date, the 25th. For adver- 
tising rates, etc., address The Feed Bag, 86 East 
Michigan street, Milwaukee. : 
he Feed Bag is official publication of the 
Central Retail Feed association, Eastern_Feder- 
ation of Feed Merchants and the New England 
Retail Grain Dealers association. Feed Merchants 
Bulletin of the Eastern Federation of Feed Mer- 
chants merged with The Feed Bag, July, 1928. 


Copyright, 1929, Editorial Service Co., Inc. 


REGISTERED 


Codiliver Oil 
in Powder 
Form 


(Patented) 


Easier to mix in 
your mash. 


Feed Manufacturers 
have been using Col- 
liverol successfully 
for several years. It 
has been tested and 
approved by agricul- 
tural authorities. 
Vitamine ‘‘D’’ con- 
tent guaranteed. 


Write for sample and 
full particulars. 


STUHR - SEIDL 
COMPANY 


DISTRIBUTORS 
Chamber of Commerce 
MINNEAPOLIS 
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Ghe 
FRANKE GRAIN CO. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


Deutsch © Sickert 


400-402 Chamber of Commerce 


C O mM p a nN VY MILWAUKEE, WISCONSIN 


REPRESENTATIVES OF 


A. E. STALEY MFG. CO. 
Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT 
Prices Use the Phone—Call 


Feeds of all kinds also Hay— BROADWAY 
Alfalfa Hay a Specialty 1 67 4 
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To start them right— 


Togrow them right— 
And then—to 


make them pay / 


Each True VaLue 
Masu contains both 
Cod Liver Oil and Cod 
Liver Meal. 


The start, the growth, and the profit— 
modern, efficient poultrymen are 
vitally concerned in these points. 
The True Value Way is their best 


insurance. 


ere is a series of poultry feeds so correctly balanced and 
well prepared that they have met with success everywhere. 
The feeder of True Value Poultry Mashes does not have to 
be urged to buy a second time. He is satisfied when he 
finds that with True Value the ‘‘value’’ is there! 


LapisH MILLING Co. 


MILWAUKEE, WIS. 


Mr. Dealer: Our up-to-the-minute campaign will start your poultrymen on 


TRUE VALUE MASHES. They will sell themselves. 
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The Better theWheat 
The Better the Flour 


ByHEATS having a high, medium or low gluten 
1 content will, in milling, yield a flour having 


ten. Spring wheats, high in gluten, are therefore se- 
lected for the milling of King Midas flour. The abun- 
dance of gluten in King Midas flour gives it stability 
and assures satisfactory baking results under all con- 
ditions. It is this extra margin of safety which 
makes King Midas such a favorite with home bakers 
and so easy for dealers to sell. Its well advertised 
slogan, ‘The Highest Priced Flour in 

America and Worth All it Costs’, ap- 

pears on every sack. With it goes the 

guarantee of a perfect flour. 


MANUFACTURED BY THE 


Kinc Mipas Co. 


MINNEAPOLIS, MINNESOTA 


a sees a correspondingly high, medium or low glu- 
Cour 
) 


